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> APPLETON 


PRC JIC 
"Ore croy LIQUID TIGHT 


47) JUNCTION BOX 


JIC blank box for 
special installations. 
May be drilled for 
custom installation of 
Uni-Seal hubs or 

STN connectors. 


@ Safety engineered to JIC specifications, this new heavy gauge 
steel junction box gives positive protection from liquids, fumes, 
shavings, dirt and other foreign matter. Box body is of one-piece 
welded construction without holes. May be custom drilled. Special 
gasket seal for cover. Exceptional wiring room... outside dimen- 
sions: 414%” long, 25%” wide, 2',” high. No sharp edges. Extra 
rigidity. Exclusive full width bridge for additional screw support- 
Next time you need a liquid-tight junction box . . . specify 
APPLETON JIC! 


Fra 


APPLETON ELECTRIC COMPANY 


1701 Wellington Avenue ¢ Chicago 13, Illinois 


Also Manufacturers Of 


dl = 


Malleable ustrial Lighting 
Equip 


Unilets ent 





ECON-FUSES 


+ + 
INSTANTANEOUS ACTION with h X 
ON SHORT CIRCUITS 
mediately when a dangerous short 
develops. The multiple restricted fus 


ik sroe out’in metalic worm com | STOP NEEDLESS FUSE BLOWS 
rimep pe.av on momenvary) © MINIMIZE COSTLY DOWNTIME 
———eeee ECON SAVES MONEY ON FUSING 
© EXTRA PROTECTION AGAINST BURNOUTS 











The fusible links open the circuit im 

















Exclusive Econ Alloy thermal element 
takes harmiess overloads up to 500% 

gives predetermined delay action 
to avoid unnecessary and costly fuse 
blows 











~ 
IT’S THE EXCLUSIVE ACTION IN 


ECON’'S SUPER SAFETY ZONE 
that makes the important difference 








ELECTRICAL WHOLESALERS 


ry month, ads like this are telling your customers 


F available from you, pay-off 


Be sure you can meet 





When an overload exceeds the predeter 
mined heat and time limits, Econ Alloy re 
acts instantaneously hanging directly 
from solid to liquid. The usual intermediate 
plast stage is completely eliminated. Pre 

tecting action ts fast z moplete with 
E n iper Safety Zone 





ECONOMY FUSE AND MFG. CO. 


2717 Greenview Avenue, Chicago 14, Illinois 


A / A yy x ‘ 
Y ‘“y g @ 
ASK YOUR ELECTRICAL WHOLESALER FOR ECONOMY FUSES... THE COMPLETE FUSE LINE 
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ELECTRICAL 
dale) (-1-F-1| late] 


His future is 
pretty secure! 


Facts to help 
you plan for 
the future... 


{ profitable 
message for 


you. 


4 good use of 
common sense. 
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Predictions of impending doom should be considered extremisms 
ANNUAL OUTLOOK AND REVIEW 
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PRICING 


The curse of the 
electrical supplies 
salesman ! 


But not when he uses 
NATIONAL PRICE SERVICE 


for 
.Up to the minute 
net prices 


Illustrations 


. Comparative catalog 
numbers 


. Descriptions 


Zones where applicable 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
to suit your preference and 


without extra cost 





HENDERSON-HAZEL CORP. DEPT. A?! 


13601 Euclid Avenue, C and 12. Ohi 


mplete details 


SERVICE 


Please sen 
NATIONAL PRICE 


nmediatel y bligatior 
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Credits and Collections 
What's 
tributing industry in 


ahead for the electrical dis- 
1959”? 

In this issue you'll find the answet 
EW’s 7th Annual Outlook and Review 
(starting on pa ++) measures this 


trade ospects, spotlights hot 


ts for 1959, torecasts potential 
specific market and reviews 
happened 


in 1958 


nationally and region 


ve write, the staff is filing away 
ders full of the reference, source 
usli plain digging material col 
lected since mid-’58 and used to pre 
pare this unique annual forecast for 
vearly inventory, the task isn't 
but it IS necessary and, we 
helpful to you in your planning 


| 


the challenging ve ahead 


Of course, that’s not all in this issue. 
You'll want to read 

e “Boosting Profit’ Policy 
Off’—how one distributor 
halt to 


Pays 
called 


profitless prosperity 


e “Four P’s of a Profitable Elec- 
tric Heat Program” 


plan for selling hot new 


i practice proven 
product 
il al pront 

e “How You Can Successfully Pro- 
NEW” 


for sure-fire te 


mote techniques 
ndustry s 
ygeest annual promotion 
e “Old-Fashioned Selling Still 
Pays” sutor’s sales 


man reviews the never-c nging ingre 


lients of sound 


Think 


you've got troubles? Listen 
o this adequat wiring 


t e WH roblem 
“Harlington, England, (UPI)—Resi- 
dents of this village were faced today 
with what is, for Englishmen, a hor- 
rendous choice. 

clerk Eric White said 
electricity supplies haven't kept up 
with the expanding population and 
‘there’s not enough electricity for us 
to have both the TV set and an elec- 
tric tea kettle on at the same time.” 


“Council 


\ happy and prosperous New Year 
to all of you from all of us. 
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THE ORIGINAL 
INDENTER FITTINGS 


Over 25 Years of Proven Performance 


Protruding rounded red plastic 
lip of bushing prevents cutting 


of insulation— eliminates shorts 


4 Full thread screws into all con- 
MT = . 
duit fittings. Lip of RED THROAT 


bushing protects thread from damage 


€} Deep dished eight pronged lock 

"nut is easier to drive on—screws 
flush to shoulder and digs into metal 
of box for vibration proof positive 


ground 


4 Two quick squeezes with The 

Briegel Inderter and BM All 
Steel Indenter Fittings are set forever. 
Metal is pressed into metal for perma- 


nent installation and positive ground 


RIEGEL METHOD TOOL) 





NO. 607 PAT PEND») 








g N POCKET SIZE INDENTERS 


Just 10 long, these new patented 


Parmonent locked-in bush compound leverage indenters are 

ing insures smooth burr only plier size. Lighter to carry and 

free raceway for easy easier to use—the leverage does the 

fishing. No extra work work. No. 607 for 2” and No. 608 
for ¥%" fittings 


METHOD TOOL COMPANY 


GALVA, ILLINOIS 


All B-M Indenter Fittings are U.L. Approved as 
concrete-tight and for general use (File Card £10863 
Also comply With Federal Specifications W-F-406 
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Latrobe 
Electrical 


Products 


The ease and speed with which 
‘Latrobe’ Products are installed 
cut time and labor costs sub- 
stantially. 


The same directness of design 
that makes for these fast instal- 
lations also helps assure smooth, 
trouble free service. 


Two Gang Adjustable 
Floor Box 
Adjustable Boxes come in single-round or 
square bodies. Also in square type Single 
Gang, Two Gang, Three Gang and Four Gang 
Boxes. All adjustable boxes are now bonded 
which makes them fire-proof 


“Latrobe” 
Pipe or Conduit 
Clamp 


This clamp is made 

with a double safe 

ty bite of case 

hardened tool steel 

Two models—Right 

Angle and the Par 

allel support. Each model comes in 10 sizes 

to handle pipe or conduit 2” thru 4 

Insulator Supports 

Fasten porcelain or glass in 
sulators to steel framework 
without punching holes. 4 
sizes—I", 142”, 2” and 2'2 


Sold Only Thru Wholesalers 


Latrobe Products 
Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes . . . Cover Plates 
Junction Boxes . . . Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 
Write for new catalog 


Sales Representatives in all principal cities 


Pullman 


Manutacturing ©o, 


1709-17215 JEFFERSON STREET 


LATROBE. PA. 





LETTERS TO THE 


EDITOR 





Like Hot Cakes... 


Dear Sir: 

An article appeared in ELECTRICAL 
WHOLESALING, October 1958 issue, 
which caught our particular interest. 

It is entitled “Ask and You Shall 
Receive” 

Will you tell us, please, if reprints 
of this article are available 

L. BRENNER 
BRENNER ELECTRICAL SALES 


HOUSTON, TEXAS 


e Available, yves—but going fast. In- 
terested? Write: Reprint Department, 
ELECTRICAL WHOLESALING, 330 W. 
42nd S7 New York 36, N. y 


Hot Topic 


Dear Sir: 

My attention has been called to 
a short news item concerning REA 
manufacturing operations, which orig- 
inally appeared in your magazine in 
August, 1958 (p. 12). 

It has been suggested that we re- 
print this in our employee publication, 
The Southwesterner”. 

CHARLES ANNETTI 
SOUTHWESTERNER” 
PUBLIC SERVICE CO. 


EDITOR, THE 
SOUTHWESTERN 
AMARILLO, TEXAS 

e Permission granted. 


Higher Levels 


Dear Su 

The October issue of ELECTRICAL 
WHOLESALING contained a listing of 
“New Footcandle Tables” (p. 79) 

If available I would like to have 
24 copies 

K. BROWN 

MANAGER 
GRAYBAR ELECTRIC CO., IN¢ 
EL PASO, TEXAS 
e They're on the way 


Problem: Inventory 
Dear Sir: 

In the past issues of this magazine 
there are articles tel'ing how electrical 
distributors . can increase their 
profits. 

There is 
do not recall being discussed 


a certain subject that I 
This is 
going to be a grass-roots (letter) be- 
cause the theme was developed in an 
evening meeting where we were tak- 
ing a close scrutiny at our constantly 
increasing inventory. 

Everyone knows that it costs money 
to buy products and merchandise for 
inventory. It takes space to house the 
inventory. A lot of time is spent in 
worrying about the size of inventories 


and how to reduce them. 

Consequently, any movement that 
will reduce the number of articles in 
any section of an inventory and still 
serve the public is important to the 
distributor. 

A manufacturer develops his line 
and expands it in order to give better 
service and to cover the market better 
It must also be granted that a lot of 
times he brings out new items in his 
line to counter items that a competitor 
brings out, 

Perhaps he really would not need 
to bring out the new items if he had 
courage and fortitude to stick with 
what he had. 

Many of these new items are very 
similar to the old items, but unfor- 
tunately the old items are often not 
dropped out of the line, due to the 
fact that some customers have gotten 
accustomed to them and have them 
set up for this usage, and do not take 
on the new items. 

The manufacturer does not delete 
these from the line, so the distributor 
has more items to carry in his stock, 
more items to buy, and more items to 
inventory. 

Ihe writer certainly does not mean 
to infer that the manufacturer’s lines 
will not be augmented by new lines 
that he either develops or copies from 
a competitor. We would not have 
growth in our industry were this not 
true. 

[here is no question, however, but 
that certain manufacturer’s lines are 
more or less unwieldy, due to the fact 
that they are constantly adding to 
their lines items that may be but a 
little different or little better than the 
items already listed 

Many times they do not represent 
anything in the way of progress, espe- 
cially when similar items are retained 
in the line. The new items may be 
somewhat more progressive, but if 
they fail to delete old items from the 
manufacturer’s line, it is not helping 
the distributor’s position. 

The inflation in the price of com- 
modities sold by an electrical jobber 
forces his inventory to new heights 
each year. This magazine seems to be 
an excellent place to bring up this 
matter. Perhaps trade associations of 
distributors can bring influence to 
bear on manufacturers. 

In our business we have a major 
appliance product where the competi- 
tion is very keen. There is intense 
rivalry for top position, or at least a 
good position, on the part of the 
various manufacturers. The products 
made by this particular manufacturer 


Continued on Page 96 


ELECTRICAL WHOLESALING—January, 1959 





CQ nile Cur Oishibulors 





@ CONDULET® ELECTRICAL 
EQUIPMENT — More than 
15,000 items in dust-tight, 
explosion-proof or con- 
ventional construction 
including rigid conduit 
a a 
switches, plugs and , 
receptacles, motor controls, 


pilot lights, push-button 


snore CROUSE-HINDS COMPANY 


control components 
SYRACUSE !, N.Y. 


e 
-Crouse-Hinds products are sold exclusively through electrical distributors. 


enocse minds 7 
3 ws advertisement appear 


Have you seen our leading industrial magazines, 
HAZARD FINDER? our current program on dus 
r proof Condulet equipmen 
a checklist device which allows ffort is the knowledge th: 
ee have dust explosion hazards 
realizing it. Point them 
increase your Condulet eq 


of electrical explosion hazards 
Write on your letterhead for a copy 
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TIMES and TRENDS 





Distributor Doomed? Don't Believe It! 


When we hear dire predictions of the ultimate doom of the independent 
distributor (and sometimes from independent distributors, too), we cannot 
help but shrug these off as extremisms. It’s not that we are complacent o1 
unaware that changes are taking place in the market. It’s simply that we 
know a sufficient number of distributors are alert to the shifting sands of 
the marketing channel and quick to act to their advantage 

rhere is nothing that convinces us more of the adaptability and tenacity 
of the distributor than the information our editors bring back from the field. 
There are three excellent cases in point that immediately come to mind 
two of them detailed in this issue 


Case No. 1 


Last June, Missouri Valley Electric Co., Kansas City, Mo., had a poor 
profit situation—so poor that if it lasted six more months the firm might 
have to fold. Necessity, ever the mother of invention, pressure-cooked some 
quick policy changes and the creation of a “profit hopper” program (page 
54). The policy changes were designed to reverse the trend toward “pricing 


V/ 


ourselves out of business” (in the sense that sales volume was up 3°o but 
the gross profit rate down 2! ). The “profit hopper” program was a series 
of weekly letters that diagrammed for customers the advantages of doing 
business with Missouri Valley Electric Co. The results: less volume, in 


creased profits—yjust what the distributor ordered 


Case No. 2 


Five years ago, The Furbay Electric Supply Co., Canton, Ohio, started 
selling electric heat on an experimental basis. Progress was slow at first, 
and some money pumped into the program was lost. This the company 
expected. Two years ago the program “arrived,” and Furbay started making 
money on electric heat (page 60). He-e’s an intelligent approach to market 
development—one that will assure this distributor a place and plenty of 
momentum in the marketing channel for the product with perhaps the 
greatest growth potential in the electrical industry 


Case No. 3 

At its annual employee Christmas party on December 24, Farrell-Argast 
Electric Co., Indianapolis, Ind., presented its first annual awards of merit 
to six manufacturers’ representatives and agents. They were selecied by the 
votes of Farrell-Argast employees as having “contributed the most” in ser 
ice and support of the company during 1958. Here's a positive approach 
to the problem of manufacturer-distributor relations. Too often these rela 
tions are examined only in a negative light. But this idea focuses attention 


on the aspects of cooperation 


Just as eternal vigilance is the price of liberty, so may it be said that it 
is the price of commercial survival and success. Distributors who are alert 
and willing to act in a positive way should find little to fear in predictions 


of gloom and doom. 


EDITOR 
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Add Value to Your Kitchens with these Low-Cost... 


NuTone Built-Ins 

















Kitchen in Ceramic Tile by Suntile RCA Whirlpool Range and Oven NuTone Food Center in counter 


NuTone intercom-Radio and Clock Chime on wall 


4 

iw: ; S fe : 
(S'S NuTone’s Range Hood-Fan ty) NuTone’s Food Center . . ree) «6NuTone’s Intercom-Radio 
— “SS .. acts like a huge vacuum ae saves space. One built-in is a step-saver. Fills the 

to keep kitchen air fresh. [=| motor for SIX appliances. { |} home with radio music. 

>= NuTone’s Exhaust Fans Sf NuTone Door Chimes make “—4 NuTone’s Oven Hood Fan 
, @ get rid of cooking odors “2 A any home more inviting Ware traps the scorching heat 
VF grease, steam, excess heat. 1 with a “friendly greeting’’ —= when oven door is opened. 


See next page 














Add Value to Your Bathrooms with these Low-Cost... 


NuTone Built-Ins 
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NuTone Built-in Scale folds out of way when not in use 


jer Bathroom Fixtures NuTone's Exhaust Fan in wall NuTone Ceiling Heat-A-VentLite is Heater, Fan and Light 


Eljer 


Luxurious NuTone Built-In Scales | 


Ceiling Heaters provide 
are so convenient for daily use. . 








: NuTone’s 
JP instant heat on chilly mornings. 
ep” They're safe — no danger of burns. to help contro! overweight problems. ’ 
a> > 
ve NuTone Bathroom Exhaust Fans get 1 
rid of damp moisture condensation Write to NUTONE, INC., Dept. PB-2, 
Cincinnati 27, Ohio 


. avoid lingering bathroom odors. 








TOP OF THE NEWS .. . and its significance to you 


Are we on the threshhold of a new era? Here’s how it looks: The 
door to a new wealth is gradually opening. New products and proc 





esses, shot through with new technology are rising out of the suffo 


cation of recession. This increases the need for new plants and 
equipment. Research and development spending is now at a pel 
A New Year—A New Era nnum rate of $10 billior ind growing. There are those prophets 
of doom who point a crooked finger at inflation followed by de 
pression but what of consumer savings stashed away from 
ecession days? and what of the surplus labor yet to be ab 


sorbed? How do you figure in this growth? You'll find the answers 
in the Outlook and Review section on page 35. 


Electric utilities added another million customers in ‘58. Tota! 


One Million More now: 56.2 million. Over 85 ire residential. Big increase in new 
citizens plus those already here create a still greater demand for 
electrical products. 

Record Personal Income Personal income increased to a record rate of $360 billion annually 
Predictions are that 1958 will top ‘57 by $5 billion 
Sylvania’s New President Robert E. Lewis is the new president of Sylvania Electric Products 
Inc. Don G. Mitchell stays on as chairman of the board 
Industrial production: output rose to four points below the record 

Business Indicators high of 145 in August of 57 Housing reached its highest level 

ince 1955—climbing to a yearly annual rate of 1,330,000 in No 


mb 


Electric heating systems are being installed at a rapidly rising rate. 


1958 saw roughly 50,000 homes getting it—up from some 20,000 
° S/. Competing firms making electric home heating equipment 
Coming Into Its Own umped from 40 in 1953 to about 75 in 1958. According to one 
report, the present total of 370,000 electrically heated homes will 
grow to 1.8 million dwellings by 1965. A utility. president 

puts if ul ctric | ti people mean bu F 


High operating costs? Utilities are ready to overcome this (scx page 
42 by considerin sp i rat lO! onsum 


i Ppecl ¢ 


al 1 I vho Use electric 
heat. Public resistance is gradually being obliterated by dete! 
min d roll 1-up ( V4 ( mip tk agisplay ul VSI merits 


It should start coming into its own—this vear. 


At press-time, consolidation of Incandescent Supply Co., and Phillips 
& Edwards Elec. Corp., two major California electrical distributors, 
was announced. This creates one of the largest independents in the 
West (cd nonth), 


Distributor Merger 


Business loans outstanding at banks were up nearly 100-million 





dollars in the week ended Dec. 3. Since Ju those loans have 
, nil i hk ) 2 " ] | r} - ; < 
. CXPandes \ Te) ck I i h o the 
Boom Signpost “ae apap by That =f peitnd 
GCCTITIC ‘ \ ( ( | OUSII SLATS 
taku its no 11% Pr t t t! 6 billion in the 
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NEW_ PRODUCTS 





Bell Holders 
Outdoor floodlights stand up in 


rain, sleet, snow — even when used 
face up 


Complete line of bell holders, 


made with all-weather seals of silicone 


new 


rubber for protection vibra 
tion, pole whip or shock, are reported 
to failure-prone in 

parking 
areas. Addi 
elimination of halo 
light plus on-the-ground focusing. Can 
e Stonco 


Kenilworth, 


avalinsl 


be effective for 


Stallations in service stations, 


lots and other recreation 
tional features: 
be used singly or in clusters 
Electric Products Co., 
N. J. 


Lighting Color Coding 


New color-coded company 
facilitates workers’ movements 
directs the flow of work 


line 


and 


New addition to company line of in 
dustrial lighting fixtures can be used 
to and 
fire pro- 


designate particular areas 


exits and 
equipment, 


Stairs, curbings, dead-ends, 


storage sections, 
aisles, 
New 
features 
end for 
1500-milliamp opera- 
HO” high 
hixtures 


tection general 
etc 
line 


color-coded company 


drop-design and 
430-, 800- 


tion. 300 


plate are 

Or 
M.A. units 
output lamps. 1500 M.A 
“VHO”, SHO Power Groove 


e Edwin F. Guth Co., St. Louis, Mo. 


USC 
use 


Or 


Large-Area Luminaire 


New luminaire is 35° 
conventional units 


larger than 


nearly 35 
4-ft o1 


New large area luminaire 
larger than conventional 4- x 
2- x 4-ft available with a 
choice of ot shielding 
media. Manufacturer says that its size 
makes it a good unit when 
installed insurance com 
panies, Called “Forum 

it is available with Holophane Prisma 
lume (R) Cubex 
aluminum louvers and plastic louvers 
Maker 
stalled and pendant mounted. Avail 
able for or 8 rapid 
start Bi-Pin lamps.e Smithcraft Light- 
ing, Chelsea, Mass. 


units, Is 


three types 


“prestige” 


in banks, 


lobbies, etc 


#6024, 


Controlens 


also claims unit is easily in- 


use with 4, 6 


12 


Luminaire 
Cone-shaped luminaire can be 

readily installed to relight existing 

structures 

New 

named “Lumicone,” is 

of spun aluminum housing 


luminaire, trade- 
a combination 
and trans 
Shade 1s 
various colors and there 
joints or seams, claims 
Application high- 
stores merchandising 
requires high color fidel 
ity; interiors of auditoriums, gymnas- 


cone-shaped 


lucent Fibreglass shade. 
available in 
no visible 
manufacturer. 


where 


are 
the 
points: 


degree of 


iums, churches. Producer stresses unit 
can be readily installed to relight ex- 
without ceiling al- 
for a 500-w and 
reflector lamp. Cone 
to provide 50-deg 
shielding. Open bottom makes fo! 
relamping. e Pittsburgh Reflec- 
tor Co., Pittsburgh, Pa. 


Structures, 
Designed 
R-52 


contour IS 


isting 
terations 
750-w 


Sald 


easy 


Insert Duct Heater 


Spreads heat rapidly, will not rust 


or corrode, says the manufacturer 


New electric duct heater is 
package unit ready for installation and 
for connection to 
system. Manufacturer 
also unit use 
with package air-conditioning units 
and other similar applications. Makers 


insert 
completely wired 
proper power 


claims is designed for 


memo 
assured protection against fire, shock, 
service if 


heaters operate in air stream; 


burn; safety switch stops 
air flow ceases, and is directly attached 
to grid is aluminum 
rosion proof. Available in two models: 
DH-3 3-kw) and DH-5 
(capacity Both operate on 
240-v, single or Electro- 
mode div., Commercial Controls Corp., 


Rochester, N.Y. 


unit; safety cor- 


(capacity of 
S-kw) 
3-phase. e 


of 


Radiant Heater 


For keeping workers comfortable 
in out-of-the-way places and drafty 
areas 


New radiant heaters are said to provide 
uniform, intense radiation for comfort 
and many drying applications 
used in baking, curing, pre- 
and drying of inks, textile 
and paint finishes. Infrared 
is tubular heater. Sliding steel 
be positioned anywhere 
along the heater length. Units 
rated from 600- to 1800- w in 
range of overall lengths from 24% -in 
465s-in. e Vulcan Electric Co., 
Mass. 


heating 
Can be 
heating 
printing 
source 
clamps can 
are 
wide 


to 
Danvers, 


Fuseholder 


New fuse development will replace 
system now supplied in company's 
glass, plastic fixtures 


New method of equipping fixtures with 
externally fused ballasts has good safe- 
ty features, plus being a maintenance 
cost reducer. Cap is part of the fuse 
simplifying removal and replacement, 
states the manufacturer, who also says 
that it is impossible to touch any live 
Mounting bracket 1s at- 
ballast mounting bolt 
compartment. Called 
10-amp 


metal 
tached 
within 
“Buss HLR,” 
300-v rating, permitting use with fix- 
tures wired for 277-v circuits. ¢ Day- 
Brite Lighting, Inc., St. Louis, Mo. 


parts 
to a 
wiring 


fuseholder has 


Dead-End Receptacle 


Dual protection makes for wide 
use in hospitals and industrials 


New end 
been developed for 


contact feature has 
cps” 
plosion receptacles 
wall mounting. Maker 


ing is confined within plug 


dead 
series e@X- 
for flush 
any arc- 
combus- 


User gets: 


prool 
Says 


tion chamber of receptacle 
dual protection by elimination of live 
contacts exposed to the atmosphere. 
Added handed 
operation is needed to complete cir- 


features listed: one 
receptacle and plug; 


interlocks for 


cuit between the 
no intricate mechanical 
removal or insertion of plug. @ Ap- 
pleton Electric Co., Chicago, Ill. 
More New Products on Page 124 
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engineering 


News 


HARVEY HUBBELL, INCORPORATED 


Engineering Department 






~ Fiest in a series of Commercial 
Engineering Articles about 
Hubbell Wiring Devices 


Subject: 


WHY A FEED- 
THRU TERMINAL 
ON SINGLE POLE 
“PRESSWITCH”’ 
UNITS... 


This is a question we have been 
asked as a result of inquiries from 
electrical contractors. To answer it, 
let us first determine what steps are 
required in making the majority of 
switch installations. 

















ECONOMY, UTILITY 
AND CONVENIENCE 


NOW,— and for the life 
of the building! 


resSwitech 


We will assume that we have only 
three elements to connect: 1) a 
power source, 2) a light and 3) a 
switch. In the ordinary rg > At 

we would connect one side of 

line to the switch using the binding 
screw terminals provided. But, the ; 
other side of the line would be 
twisted together, possibly taped and : 
fastened with a solderless connec- 
tion. A diagram of this connection 


“Presswitch” is now supplied in both 15 and 20 
ampere ratings, either with or without lighted 
button. Both 15 and 20 ampere standard (non- 


lighted) units are available in single pole, double might look like this: xy yA 
pole, 3-way and 4-way, rated 120-277 volts. _ hmmm + 
Lighted button switches are supplied in single 0 m™~ 
pole and 3-way, rated 120 volts only. 277 volt eeu ( S i 
units are available on special request. 4-way cy dy a 





lighted button units are also available on special 
order. 

“Presswitch” saves installation time, labor and 
materials. A thru-connection eliminates the usual 
ground wire splice and the time-consuming cost of 
making a solderless connection. Wires normally 
spliced are securely joined by inserting them under 
a screw terminal designed for the purpose. (See 
photo at right.) 

Once installed, “Presswitch” looks as smooth as it 


WIRING 
rm DIAGRAM 





After the connections are made, the 

| whole tangle of wires is forced back 
into the box. Of course, there is— 
nothing really wrong with this pro-* 





. acts. It’s “on” or “off” with the slightest press of SAFE, SECURE Sbdore except that ft 1s teeny, mane 
the finger or touch of the elbow, providing greater THRU CONNECTION - S 9 eee 
operating convenience wherever it is installed. SPEEDS AN Fie on mete the box ag ergs 
WIRING. SAVES MATERIA n the other hand, how mue 

‘ quicker, easier and neater it would 

be if there could be an extra termi- 

nal, electrically dead with respect to 

the switch, to which the thru-feed 

side of the line could be fastened to 

for complete information write b.« make the splice. 

HARVEY HUBBELL, incorRPORATED 
BRIDGEPORT 2, CONNECTICUT IN CANADA: SCARBOROUGH, ONTARIO 


Highest Quality Standard of the Industry Bis . os By ok 
wiring devices , 
machine screws , 
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PARAPRENE CABLE 








. PARANITE | 
< SUPER-PARARITE PARAPRENE 

< . 
r CABLE ; 
— 

: . 
ci Installed at Turkey Creek , 
- Here r—Para 

> A i 1 l e 
3 I S eT | ifl I i ( ¢ IK ! . 
: v | Cr P . 

2 k ( M S p ° 
o 

‘ for > 
b 

2 i itl Par : 
S eopren re re 

e 

4 Oo S$ 1. ‘ 

3 chemica ot y Parani I 

= which has earned tl try ! 

U 

= IF IT’S PARANITE IT’S RIGHI 




















PARANITE WIRE AND CABLE DIVISION 
Essex Wire Corporation, Fort Wayne 6, Indiana 
MANUFACTURING PLANTS: Birmingham, Ala.; Anaheim, Calif.; Jonesboro, Ind.; Marion, Ind.; Tiffin, Ohio 
Sales Offices in ail Principal Cities 


) 


is 


ve BETTER 





Slit} 
AY 
MALIN 


4 2 
fcraic® 
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PATENTED) ik 


Sell beyond branch circuit wiring sell Electrostrip for With demand growing, it will pi ou to display Electr 
that additional multi-outlet assembly profit strip prominently. The 100-foot and 2S50-foot coils and 
fittings are packaged for easy handling. Sec ur BullDs« 


With Electrostrip, you offer the very latest in electrical 
convenience . a movable outlet system that has no 


competition You help your customers eliminate the head- 
; yA 
aches of fixed outlet planning end hidden installation = L 21) \ 
hi l Klectri I ( | ! 


sales engineer tor point-ol 


costs and other unknowns that eat up their profits. You 
sell a product without competition in your area. Electro Co . Thetrei 


Stree Ne Y ‘ \ ( 


strip is listed by Underwriters’ Laboratories , 


January, 1959—ELECTRICAL WHOLESALING 15 








handle 


99% 


of all your 
test needs J , 
with the yr resistance ~ 


ALL-PURPOSE 
AMPROBE RS-3 





transformer windings of ballast. 








Use as continuity tester 


Check resistance of 
to determine if fuse is good. 


motor control solenoid coil. 





: ae 
Balancing circuits Check for low voltage condition 


Meets every commercial voltage 
requirement on three voltage 


scales... 0-150/300/600 volts ac. 






There’s only one way you Accurate current readings from 0 
can do it... with the 
new AMPROBE RS-8... 


the only tester small enough = 


to 300 amps on five current ranges. 
The ohmmeter scale is designed 
specifically for you... readings as 
to fit in your pocket, yet low as 0.5 ohms can be taken, en- 


abling you to readily distinguish 


versatile enough fo measure 


volts, (Hips, 


Pyramid Instrument Corporation, Lynbrook, N. ¥ In Canada: Atlas Radio Corp., 50 Wingold Ave., Toronto 








the difference between short cir- 


cuits and actual coil resistances. 


Doesn’t it make a helluva lot more 
sense to use this one all-purpose 
instrument than to tote three sep- 
arate testers that can’t even come 
close to AMPROBE efficiency? 
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TWO-WAY PROFIT WITH 


UNIVERSAL 


Selling ULD sets up ready 
market for future sales of new 
fixtures; also allows lighting 
changes without costly rewiring 


Chere are two sides to the profit pic- 
ture with BullDog 20-amp Universal 
Lighting Duct. First, of course, are 
your profits from original sales. And 
they can be volume profits because 
BullDog’s many features 
appeal strongly to buyers 


exclusive 


The second profit arises from the fact 
that BullDog users are ready cus- 


LIGHTING DUCT 


These users can replace their old fix 
tures for the cost of the new 
hxtures 


just 
without capital outlay for 
rewiring 

Unlike pipe and wire, Universal 
I ighting defies obsolescence! It can 
be tapped anywhere along its length 
It is completely flexible whether users 
outlets or want 


require additional 


to move outlets to suit new 


layouts 
Iwo other outstanding ULD advan 


tages are: a complete line that will 





OOGG08 


of 1-T- 


tomers for additional lighting fix 
e a 


— 


East 40th 


tures, as new and improved models Divisior 
The 


BullDog Electric Products Company 
, Detroit Mich. BullDog Expor 
ome aiong ric Pr 


reason Impie In ( I Dog I 














Another important installation of 
SORGEL dry-type transformers and substations 


This time in the modern LOUIS ALLIS plant in Milwaukee 
where the renowned © motors are built 


In this newest addition to the Louis Allis plant, Again the ingenuity of the principals and en- 
the economy of high voltage efficient distribution gineers, combined with SORGEL expert engineer- 
was achieved with 13,200 volt distribution to ing, resulted in a most modern, flexible, space- 
three 1000 Kva and one 500 Kva substations, saving and efficient electric distribution system. 
installed at various load centers 
7 oe Consulting Engineers Klug & Smith Co 
These substations, equipped with SORGEL ' ; 
Electrical Contractors Uihlein Electric Co 
dry-type transformers, are so compact that they 
- 7 7 
could be installed on balconies, thus gaining more Electrical manufacturers are in a position to judge "7 
floor space available for production the quality of electrical equipment that is why so 
: many use SORGEL dry-type transformers in thei 
This installation saved the Louis Allis Co. plants and with their product 
thousands of dollars over a low voltage distribu a : es , 
} th } ffi ‘hese quiet SORGEL dry type ot A karel-cooled 
tien system, and provided them with the elt- transformers are available with any make or type of 
ciency that only a high voltage distribution can switchgear, and from any switchboard manufacture? 


provide in all ratings up to 10,000 Kva and 15,000 volts 


Sales engineers in principal cities. SORGEL ELECTRIC CO. 10 vears’ experience e development 
Consult the classified section of your 832 West National Ave. manu ur PI j 
telephone directory or communicate ° . 

with our factory Milwaukee 4, Wis. 


SORGEL transformers are also regularly advertised in 
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NO TROUBLE CALLS WITH PUSHMATIC... 


bolted connections are standard on every breaker 


Trouble CaliS 
profits fell them 
back with Pushmatic 


the exclusive BullDos 


that 


ll the 





1e] Ukor 


a ] } 
ir ot the exible cords and cable 


“A drop in the bucket!” The constructions shown here by Tom Wei 


engineer. a1 ye" +} 
( te } leveloped for industrial operations. More than likely, Okonite has available 
toughness, flexibility, cay 


ve know ho 


How Okocords give your customers more value for their cable dollar 


Behind these cable construction Yere’s how Okonite assures max- There are Okocord quality cables 
are service records that prove the imum value for your cable dollar. for your machinery and portable 
oxtr r lif f Okoeord flexible 5 . A ; 

extra long life of cocord flexibl 1. By the use of materials developed equipment are Okonite spe- 


‘ords and portabl ibles under the ; . 
Cord 1d portable cab ider the in 80 years of making the finest cialists ready and willing to help 


most severe industrial condition 
mechanical abu e,r 
oil, moisture, and constant dragging 
over ceme! 
Longer cable life means lower op- 
erating cost reduction of costly 
work stoppages... greater utiliza- ditions. 
tion of expensive equipment. Truly, . By self-imposed standards for man- 
Okocord’s longer life represents ufacturing and testing that are 
money in the pocket for any plant more exacting than the industry 
operator. requires. 


cables. you in the planning or installation 
. By constant research to find even ctages. And there is a brand new 
better materials and constructions. 
. By intimate, first-hand knowledge 
of industrial problems and con- 


t floor booklet full of valuable hints on 
picking the right cable constructions 
for your all-important power or con- 
trol circuits. Write for new 64-page 
Sulletin WH-1108 on Okocord 
portable cords and cables to The 
Okonite Company, Passaic, N. J. 


6238-C 


where there’s electrical power... there’s OKONITE CABLE 





MOE 45 xz 
ANNOUNCES 


SENSATIONAL new 1959 Lighting Guide 
and Fixture Catalog! 
STUNNING new fixtures! 


INSPIRATION LIGHTING 


: ee 4 SETTING 


LIGHTING 
TRENDS 
AGAIN 


Greater than ever. The 
most dramatic lighting 
fixture catalog ever 
produced. 


e BIG...52 Pages 
Full Color 
Newest Lighting 
Ideas 


Dramatic Feature 
Fixtures 


Facts on CIL 
Lighting 





Easy Guide to 
Fixture Selection 





a 
4 
eeeeeoeoeeeoe ee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


VALUE 


Year after year the Moe Light Division of Thomas 


MAS INDUSTRI 
a MOE LIGHT Bivis : 


utive Office: 410%. Third St, | 
* Louisville 2, Kentucky ia 


Industries brings you new f 
stimulating new catal 
Moe Light franchise is the nm 


Ing fixture ind Jstry 


*eeeeeeoe eC Cee eeeeeeeee 
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: ond mechanically oMNecHeg 
MY 4 through mounting ., to Mo 
yn "ap en 


Cat. # 1820 


New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


Heres a convenient money saver from T&B whi h requires a chang in receptac les 

designe d to make the use of many ty pe s of rece p For full information a r&B floor boxes and 
tacles easier and more readily available P&B recep receptacle: contact your T&B distributor today — 
tac les (there's one for every need fit all P&B floor he will sh we eu how to save money on installed 
boxes and they Cah he changed in a matter cost save time and safety Ze youl job with T&B 


1, oO. ; ombiy ( 
of minutes should you later install equipment floor b CC] mbmations, 


LOOK FOR THE SIGN — y IT'S THE MARK OF 


T T&e 


AN AUTHORIZED T & B vistriputor 


THE THOMAS & BETTS CO. 


INCORPORATED 


20 Butler Street + Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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and make sute it's 


NON-METALLIC 
SHEATHED CABLE 


’ 
This electrician is specifying Columbia 
Cable, Wire, and Conduit. And for good 


FLEXIBLE reason. 
STEEL CONDUIT 


From experience, he knows that Columbia 


products are easily installed...easy to 


FLEX SEAL 


Type XL - Type EX A work with. Take your cue from the man 
a ae on the job...he knows...make you 


. TY Pe Ur oe . : 
next installation Columbia and see! 


UNDERGROUND 
FEEDER CABLE 


Approved by Underwriters’ Laboratories 


COLUMBIA CABLE & ELECTRIC CORP. 


Serving the Electrical Wholesaler Since 1912 
255 CHESTNUT STREET BROOKLYN 8&8, N. Y. 


— Renens City 


Detroit, Mich.; ; Mauston, 
Philadelphia, Pa.; Portland, Ore.; Si. Louis, Mo.; Son Francisco, 


January, 1959—ELECTRICAL WHOLESALING 





Tape ut easy, 


Gold Seal Tape splices neatly, fast 


It has high dielectric strength without bulk a big advantage 
in many splicing jobs. It’s elastic . . . easy to mold into a neat, 
thin wrapping. Just what the doc ordered for cramped areas, 
but we birds see more Gold Seal used for insulating ( able splices 
than any other tape. High service line or terminal box, quality 
and convenience tall, and that’s Gold Seal Plastic Tape, 
in the handy 20 ft. roll. Try it! Jenkins Bros., Rubber Division. 


100 Park Avenue, New York 17. 


IN HANDY 20 FOOT ROLLS 
Gold Seal FRICTION — RUBBER PLASTIC tapes Commer and Specification Grades 
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new Stab-lok 
magnetic coll 
trips breaker in '/12 Second 

for surest 
short circuit 

protection... 

including. lamp and 
appliance cords! 


Py reverat PACIFIC ELECTRIC © OMPANY 
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Jefferson NOW offers 


Jefferson 


Jefferson Electric Company 


a complete line of 


BOOST 


20 MODELS 
cover 480 
voltage 
transformations 


All have dual rated 
primary (120/240)... 
secondary either 
12/24 or16/32 


Jefferson Quality 
in a complete /ine of 
DRY TYPE transformers 


Whatever your Dry Type transformer 
need, Jefferson can supply it... froma 
small control or buck and boost model, all 
the way to a 3-phase power circuit unit up to 
300 KVA. No matter what Jefferson trans- 
former you choose, it is guaranteed to meet 


or exceed all industry standards. 


TRANSFORMERS 


* Bellwood, Illinois 
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hat makes 


~ mo 37% 


Tired of arguing price? This merchandising package helps you sell 


e new product improvement 
@ new promotion 
@ new proof... 


BEST COSTS’ LESS INSTALLED 


Best before... even better now! New Republic ELECTRUNITI 
E. M.T. with exclusive SILVERSLICK inside finish makes wire 


pulling up to 37% easier. Wire pushing is easier, too. This 
makes selling even easier 

New Product Improvement—SILVERSLICK, the SILVER 
colored, SLICK inside finish developed by Republic, con 
bines with ELECTRUNITE’S exclusive “INSIDE-KNURLING 
to offer greater wire pulling-pushing advantages and 
economies 

New Promotion—dramatic announcements in leading pul 
lications serving the electrical industry are supported by 
attractive 16-item sales-building promotion designed for 
action at the wholesaling level 

New Proof—Republic leadership can be measured by your 
sales and profits when you stock, promote, sel! Republic 
ELECTRUNITE E.M.T, Call the Republic representative today 
for the biggest, most exciting and dramatic advertising and 
promotion ever to hit the trade 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 
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New rapid-start ballast for two 40w lamps proved under severe test conditions 


New cool Sola rapid-start ballast 
easily passes “in-fixture” heat tests 


Sola engineers the ballast to be an integral part of the 
fixture rather than as an isolated component. This new 
ballast was consequently designed to pass exacting “in- 
fixture” tests, for superior performance under the most 
demanding operating conditions 


This new two-lamp, 40-watt, rapid-start ballast is 
built to allow a coil-temperature rise of only 42°C when 
tested according to U.L. and E.T.L. methods. 


In our own laboratory the new ballast was installed 
in a four-lamp fixture, completely enclosed and surface- 
mounted on acoustical material. Temperature in the 
fixture channel was 18°C hotter than the usual 40°C 
ambient of U.L. and E.T.L. tests. The following impres- 
ive results were recorded: 


e Maximum coil temperature was 89.3°C—15°C cooler 
than the limit of Class A insulation 


Sola Electric Co., 4633 W. 16th St., Chicago 50, !II., Bishop 2-1414 @ Offices in principal 





a DIVISION 


Temperature of the capacitor’s case was within the 
heat limits of the capacitor’s insulation 


e The “hot-spot” temperature on the ballast case was 
81°C 5°C cooler than premium-priced ballasts 
similarly tested, 9°C cooler than the maximum al- 
lowed under U.L. fixture requirements 


Our new level of coolness in ballast case, coils and 
capacitor contributes to full ballast life. This premium 
performance is offered at no price penalty 


Sola will furnish fixture manufactures with samples 
of this new ballast (Catalog No. 670-109). Write to us 
on your business letterhead, and a Sola sales engineer 
will promptly supply your test ballasts. Sola welcomes 
the challenge of having you evaluate this cool new bal- 
last in your own fixtures. }f you wish merely to examine 
data on the new model, please request Bulletin FL-352 
Write to the Manager, Lighting Sales 


cities © In Canada, Sola Electric (Canada) Ltd., 24 Canmotor Ave., Toronto 18, Ont 





DUCTS CORPORATION 


ELECTRICAL WHOLESALING—January, 1959 





PHOTO COURTESY OF HOBB ELECTRICAL SUPPLY CK 










a Oth 









— La 


when there’s one line that truly meets ALL your time switch requirements? 


JUST COMPARE! 


whether you stock one line or four — 


@ Can you give your customers 


Astronomic, Skip-A-Day, Seven Day, Intermittent New TORK case featuring in 
Program, and Momentary Contact Timing? saree pscttecd ride ——e 
instant reme 1 0O oor, split 
@ Can you offer them muh when hunvalied 


55 Amp capacity, 3 Pole Switching, Reserve Power in 
case of current failure, Service entrance-time switch 
combination models? 


Tt 






@ Can you provide them with 
- j An economical low priced “leader” with an extra 
heavy-duty motor whose temperature range is —60 
to +200°F? 
A profitable “step-up” line that features lug terminals 
taking up to No. 6 wire without bending? 





An enclosure that permits instant removal of entire 
mechanism without screws? 














Fact is, TORK now provides all these and many more... it’s the only line you'll r —— 
find both economically priced and widely specified by consulting engineers and 
architects. It’ll pay you to stop wasteful duplication of lines . . . to standardize 
on the line that enables you to render the kind of service you know your cus 
tomers appreciate. 


Join the rapidly growing 
list of selective TORK 
Distributors NOW! See 
your TORK Represent- 
itive for full details or 
write Dept. W2 













Solve any outdoor 
with Revere’s wide line 


You ¢ olve any outdoor lighting problem when you 
sell Revere outdoor lighting equipment incandescent 
mercury and fluorescent lighting, hinged, rigid and sep 

ind related produc ts. Revere’s wide line of 
lets offer the right combination of all 
perfectiy-matched components for application 
Selection and pricing is you 
from responsible 


an 


irable poles 
equipment you 
every 
easier because 


This 
Wwol k 


ordering 


one source you 


pape! 


Saves 


and 


order 


time and money in reduced clerical 


a — |e 
No. 3151-A 


Underneath Floodlight 


They provide wi from 


even light pat 
hot spots and blend in wi 


th 


free 


lesign 


lighting problem 
of matched equipment 
detail. With Revere 


on-time delivery 


you can assure your customers of 


When your customers have special lighting problems 
you can count on your Revere lighting engineer for com 
petent advice in ng them. Why not look into the 
advantages of handling the complete Revere line? 


sol 


Write for catalog of Revere’s complete line of matched 
outdoor lighting equipment 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. 
Ling Distance Phone: Niles 7-6060 e 


In Canada: Curtis Lighting, Ltd., Leasid 


e . 48, Illinois (In suburban Niles) 


WUX Niles 


7420 Lehigh Avenue Chicago 
Chicago Phone: SPring 


e Te egrams 


Toronto, Ontario 
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to CIRCLE 


















ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


Working through a Circle distributor is good busine for wire and cable 


users. Reasons: quality products, reliability of supply, all-out service 
Take quality, for example! It’s a built-in p in every Circle product 
from the basic metals mined and refined by Circle’s own parent company, 
Cerro de Pasco, right down to the ed wire and cable ne re t < 
. a business philosophy of producing products which far surpass minim 
requirements. 
The same goes for supply and service. Circle ers know that nearby 
completely stocked warehouses can sually take care of their need And 


when they can’t, they know a simple telephone call by their distributor 
the plant will get the fast action they want 

So why don’t 4 make a Circle distributo1 r “one re source of 
supply”—many other satisfied customers do. 


| 


WIRE & CABLE 


a subsidia» y oj 


Cerro ve Pasco Corporation 


















PLANTS: Maspeth and Hicksville, N SALES OFFICES & WAREHOUSES 


RUBBER COVERED WIRES & CABLES * VARNISHED CAMBRIC CABLES © PLASTIC INSULAT AB 
NEOPRENE 















SHEATHED CABLES « RTUBE" EMT 





\ 
WA 


Dimensions For The Foot Candle! - 


THE ONLY COMPLETE LIGHTING SHOW IN AMERICA 


for engineers, architects, designers, distributors, decorators, contractors and 


others. 








1 
2 
3 
4 


NEW YORK COLISEUM 
MARCH 1, 2, 3,4—1959 
MORE EXHIBITS...over 200... 


covering a complete cross-section of Lighting Manufacturers. 


SY SYMPOSIUMS: MORE SYMPOSIUMS and PANEL DISCUSSIONS... 


pga tla geting shang ssinas conducted by 45 nationally acclaimed experts! 


? 








TUESDAY, MAR. 3, 1959 


WEDNESDAY, MAR. 4, 1959 


we \ ' 
31 Plants & Fact 





SYMPOSIUMS BY RESERVATION ONLY—due to 
limited seating capacity, CHECK THOSE YOU 
WANT TO ATTEND & MAIL COUPON PROMPTLY. 
YOUR RESERVATION TICKETS WILL BE WAITING 
FOR YOU AT THE BOX OFFICE. 





1 2nd NATIONAL LIGHTING EXPOSITION, Dept. EW 
| 550 5th Avenue, New York 36, N. Y 


! 
| name 


| firm 
| 


| address 


| city state 
| | wish to attend Symposiums ( 


| (6) (7) (8) (9) (10) (11) (12) 


produced by Harold R. Meyer 


National Lighting Expositions, 





SPECIAL EVENTS: 


Opening Day— Sunday, March 1— 
12:30 P.M. 
GEORGE J. TAYLOR — Pres. of the’ 
Iuminating Engineering, Society — 
will deliver the key-note address. 


For Everyone who Sells Lighting apa 


Twice daily showing of the Academy 
of Lighting Arts’ film—*‘How to Sell 
Lighting’’—in our specially built 
theatre. 


Special Educational Exhibits . . . 
including a fascinating display on 
“History of Lighting’. 





+ 





EXHIBITS OPEN AFTERNOONS & EVENINGS 


NO CHARGES! NO FEES! 








EXCLUSIVELY for the TRADE — by invitation only 


Se | 
Lighting, Lamps & Electrical Manufacturers 
Salesmen’s Assoc., Inc. 


550 Fifth Ave., N. Y. 36, N.Y. © phone: JUdson 2-6052 
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QDclity...yyou ten pil yous ffiges 


Realhy 


with ULI 5 


No stumbling or fumbling in the dark 
A tiny, 


neon bulb in the button is always “on’ 


to find this switch subminiature, 


937.1500" 


when the switch is “off”, showing you right 


where it is, day or night. It’s the last word 
in switch safety, luxury and convenience 


and it costs only pennies a year to operate 
This ligt Presswitch” is the latest 
in Hubbell’s c 
now available both lighted and unlighted and 
and 


devices fit standard boxes and utilize standard 


ited button ° 


omplete line of “Presswitch” units 


3.281 


in 15 20 ampere ratings. All “Presswitch” 


wall plates. No special wiring is involved 


*6-32 AG 

TAP ¢ 0) 
CAT. NO. renmsielig 
15 amperes, 12 Its, 
A.C Single ‘pole 


with lighte nee he aes 
and feed-thru terminz 


ae 


HARVEY HUBBELL, 


Continued from Page 13 


engineering 
news 


INCORPORATED 


Engineering Department 


WHY A FEED- 
THRU TERMINAL 
ON SINGLE POLE 
“PRESSWITCH”’ 
UNITS... 


This is exactly what the “Press- 
Switch” FEED-THRU TERMI- 
NAL gives you. This terminal: 


1. Has no electrical connection in- 
side the switch. 

2. Serves as a convenient binding 
post for a thru-feed splice. 

3. Provides a very secure connec- 
tion. 

4. Provides a very neat and com- 


pact installation. 
ee , Pgh 


sour the binding screw, 
ipped wire ends into the 

les provided, and tighten the bind- 
hol screws back down. 


You have only to add up the total 
number of angle pole switches used 
on a single job to realize the great 
savings in time and effort and space 
to be gained by using this extra 
terminal—a terminal put there 
PRIMARILY FOR THE ELEC- 
TRICAL CONTRACTORS CON. . 
VENIENCE! 


HARVEY HUBBELL, incorRPORATED 


BRIDGEPORT 2, CONNECTICUT 


Highest Quality 
wiring devices 
machine screws 


Standard of the Industry 
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No. 11 in a seri 


Right off the t0/22e _ 


Before the first nuclear-powered 
merchant launched, a 
new reactor which has 
been designed is expected to re- 
duce the cest of a comparable 
installation by forty per cent 


vessel is 


system 


After leaving a new electric 
shaver plugged into an outlet 
overnight it can be used for a 
week without recharging 


A radio operator’s vest, with 
pockets for dry cells, can be worn 
under outer garments in arctic 
cold. The batteries, when kept 
warm by body heat, are said to 
last ten times longer 


Automobile batteries are now 
made with which can 
removed and replaced in a few 


minutes 


cells be 


A new electronic surveying tech- 
nique, now 

layout work, 
to establish 


in use in highway 
enables engineers 
numerous ground 
control points and measure dis- 
tances in a matter of minutes 
Maximum possible error is only 
11 inches in 40 miles. 


Copper strip is being made from 


powdered metal. The process can 
also be used for other metals 
which combined in no 
other way 


can be 


A portable building for use in the 
arctic has hollow walls of nylon 
fabric. When the walls are in- 
flated the building stands erect 
A research program has begun 
for the study of new semicon- 
ductors for use in transistors. 
The materials are indium phos- 
phate, gallium arsenide, alumi- 
num antimonide 


An insulated guard rail for the 
end of the boom is made to pro- 
tect a crane operator in case of 
contact with a power line 


More and better rayon is the 
object of a study of cellulose 
growth in living trees. T'wo-year- 
old pines are injected with radio- 
active carbon and are later cut 
down for examination. 


\ 
A new plastic adhesive used in 
aircraft construction is semi- 
elastic and stronger than the 
metals it joins. 


A new titanium alloy is made 
into sheets that will withstand 
air pressures of over 100 tons per 
square inch. 


The “world’s loudest noise’’ can 
be produced by anew compressed 
air loud speaker that is capable 
of projecting the human voice 
for ten miles. 


Further information on these 
news items and on Simplex 
cable is available from any 
Simplex office. Please be 
specific in your requests. 


&s 
Twelve pneumatic tires, each 
supporting a load of 20,000 
pounds, enable a new lift to pick 
up and move concrete pipe sec- 
tions at five miles per hour. 


The Post Office Department has 
awarded a contract for the de- 
velopment of a mechanical] letter- 
sorting machine. 


Aerodynamic shapes designed to 
travel at over 8,000 miles per 
hour can be tested in a new wind 
tunnel 


Layers of steel, bronze and a 
mixture of lead and plastic com- 
pose a new dry bearing material 


that requires no lubrication. 


Coils of aluminum, plastic or 
steel, up to 82” O.D., can now be 
spiral wrapped by machine 


A new method of producing elec- 
tricity uses a fuel cell that con- 
verts hydrogen and oxygen into 
direct current by means of a 
catalyst. 

A new recording instrument 
measures heat absorption in any 
area and is used for allocating air 
conditioning or heating charges 
to tenants 


Quartz tubing is being made so 
small that fifty feet contain only 
one drop of water. 


— 


A new heat resistant paper is 


made of ceramic fibers 


Simplex Goes To Sea 


Che 
Simplex 
‘ ible 
Maine ind Boone I 
loaded in August at Bo 

Che cable came off 


of head 6 im 


56.000-foot 
submarine 


commu 


for use 


over a capstan to the 1 foot 
Che cable 1 ribec ~ } 
No.9AWG ANH Y 


insulated ine 


tor 
munication ¢ 
Che reel 


miles of 


mo 
l 


SIX 168 ¢ 


between Cape N 
ight 


nic 


car 


bars 


cone 


rnyR 
DR 


ition 


eddic k, 


was 


dia 
ried 
¢ 


Luc 


EX 


com 


re { 


ons 


han 


SIMPLEX WIRE & CABLE CO. 


Cambridge, Massa¢ 
Newington, New H 


nusetts 


mpsh 
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How Distributors Forecast 1959 


NATION: ~7% 


ae 


NATION: UP 


ad 


5% 


NATION: 


4 For Sales 


Nationally, the median electrical distributor’s forecast 
for his firm is a 
ihe expectations range from a 20 


increase in over-all dollar sales 
gain to a 20 drop 
Of the 115 wholesalers who responded, 104 look for an 
increase in dollar sales, 9 anticipate no change trom 
their 1958 levels, and 2 expect a decline. The percentage 
gains anticipated by the two largest groups of respond 
ents were: up 10%-—with 40 forecasting this 


up 5 with 35 predicting this gain 


Increase, 


4 For Profits 


Ot the 107 distributors who answered the question, “How 
do you think your net profits in 1959 will compare with 
1958?", 75 said they thought they p 
down, and 9 said they expected no change. Nation; 
the ratio was almost 3 that net profit 
Relatively, the South was the most optimistic 


said up, 5 said down, and 2 said no change. Lé 


S ten 2 
would eu , 


was the Midwest, where 20 


said down, and 5 said no change 


4 For Costs 


A 5 increase—that’s the 

tion regarding the direction and 

his Operating costs. This was the in nationally and 
also for each of the four regions the 115 distributors 
who participated in the forecast, 95 expect their operat 
ing costs to rise, 9 anticipate no change from 1958 
levels ind 11 look for a decline 

three distributors ¢ xpect as much 


three . rop 


Everything Is Looking Up 


OW does 1959 look to electrical distributors? A 
thumping majority of ELECTRICAL WHOLESALING’S 
distributor panel sees an upturn in three key areas— 
sales, profits and (definitely undesired) costs 
Not in the six years that EW has been conducting an 
innual outlook survey has there been such a groundswell 
of optimism. The median expectation for sales is the 
largest increase ever up 7 ; so is the size of the 


majority anticipating an increase in dollar sales—over 


the distributors 
feeling tor 

Midwest i 
Northeast or South 


' th ate 
iorthea 


Fifteen more pages in EW‘s Annual Outlook and Review follow 





RESIDENTIAL LIGHTING 
FIXTURES 


A ereduct- 
with bettec 
nan avevaas 
Proseecta— 
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EAST 
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NORTH SOUTH 


EAST 


NATION 


1. OUTLOOK FOR SALES 


Many Hills, 


Few Plateaus 


D 


pectations nationally 


nd 


id up), 
»), residential lighting (72 said 


uj 
ment 


For 


housew: 


trial 


groups based on how 115 distributors 


forecast ‘59 sales for their own firms. th 


36 


ISTRIBL 
groups to TIs¢ 


to match 


[he products most likely 
tric heating equipment (90 
an mecrease) 


switchboards (83° said 
(61 


electronic 
Here are the prospects for 14 product ians ar 
raj his) 
groups 
ind housewares in th 


Midwest 


Pleiie) Meso), hi le) 5) 
+ 10% 


+6% 


+5% +5% 


MID SOUTH 


WEST 


NORTH 
EAST 


NATION 


FANS AND VENTILATING 
EQUIPMENT 


NORTH 
EAST 


NATION 


ELECTRIC HOUSEWARES 


NORTH SOUTH 


EAST 


NATION 


LORS expect golla 
this year, with 


Is. (See 


volume 
1958 leve 
and re eionall ) 

n this year are: elec- 


reporting look for 


to ga 
of those 
elboards 


1 up) 


wiring supplies (8 said par 


t 


motor controls (8O 


lighting (76 


{1 up) signaling 


min) 
t 


commercial and industrial said 


) 
equi} 


said up), transformers (54 said up) 


motors, fans and ventilating equipment, clectric 


equipment, and indus- 


the 


‘ (indicate 1 ‘ 


res, powcl tools pole line 
national med 
N.C. on the 


some of these product 


ipparatus 


195 


parts and 
no change trom 


Regionally 


showed promise 


however, 


ndust il electronics 


Examples 
Northeast powel 
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POWER TOOLS 


NATION NORTH- 


EAST 


MID- 
WEST 


SOUTH FAR 
WEST 


SIGNALING EQUIPMENT 


+5% +5% 


+4% 


+5% 
+4% 








NATION NORTH SOUTH FAR 


EAST WEST 


BUILT-IN ELECTRIC HEATING EQUIP 
+ 10% + 10% + 10% + 10%, 





NATION NORTH 


EAST 


SOUTH 


POLE LINE EQUIPMENT 


NATION NORTH MID 


EAST WEST 


SOUTH 
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TRANSFORMERS 


+5% +5% 


NATION 
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+7% +8% 
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NATION 
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What Distributors Are Saying 





IN THE NORTHEAST 





Signs of Improvement 

[he competitive price situation is bad, particularly on 
equipment, but there are some 
improvement Manufacturers’ policies as 


stocking distributors have improved consid- 


large jobs and on heavy 


but this generally happens when business falls off 
see definite signs of fundamental improve 


relations, particularly in our case 
stocking distributors. 


Profits should g ghetr rr we distributors will 


out of business 


Point by Point 
On fittings and boxes: Why can’t they make a policy 


ind stick to it? On wire: Let’s print the correct sheet 
and use it. On 


ash discount: When do we increase the 


) 
to 


net of | and | terms 
Lucky with Lighting 

We are having an exception ily good year due mainly 
to our sales In commercial lighting. We feel our lighting 
iles will be lower in 1959, but only because we were 
exceptionally lucky in 1958 

We feel business in general will continue to improve, 
sales-wise. Gross margins and net profits have got to 
increase. We should patronize only those manufacturers 
with a 100 distributor policy 


A Plan and a Promise 

By making more judicious use of. sales personnel’s 
tim nd effort, plus making full use of manufacturers’ 
sales personnel in connection with our own, we will 
strive to increase sales and profits during 1959 without 
increasing Our operating cost. Ill let you know next 
November if we did 


Three Plus Factors 
During 1959, we expect 
up slightly due to 
rate of activity 
ume because of larger stocks 


Growing acceptance of electric heat in our area 


Slowly But Surely 

Our recovery pattern is slow in maturing. The 
most encouraging factor seems to be grouped around in 
dustrial expansion. Programs which were tabled are being 
activated and the discussions relative to some indicate 


they will soon mature in a definite program 


In Six Words 


Our slogan for 1959: Down the volume up the profit 


Growing Problem 


With credit becoming more and more of a problem 
each day, we must put the cash discount dilemma in the 


foreground 


38 





IN THE MIDWEST 





Declining IQ 
Volume looks good, profits look bad, gross margins 
are narrowing, and we distributors are getting more 


stupid 


Needed: Some Minor Adjustments 

1959 looks good to me in our area. I do believe that 
some of our manufacturers’ policies should be bettered 
to help us on such items as motors and transformers. If 
some minor adjustments are made, I look for a success- 


ful year ahead of us. 


Successful Profit Drive 


We distributors must learn to earn and take a profit 
on our complete operation. For four months, we have 
been on a profit drive with a minimum decline in sales 
ind a gratifying increase in profits, both total and per- 
centage-wise. We are now beginning to get volume 
back up We are budgeting a 10% reduction in op- 


erating cost for 1959. 


Reverse Reaction 

It’s time we stopped fussing at suppliers for more mar- 
gin, since the past few years have found us screaming for 
more profit, and the louder we holler the more they 


cut us: 
Emphasis on Selective Selling 

More selective selling by the sales department will have 
to be done to develop new applications and additional 
uses for products. Also to sell the customer on the serv- 
ices we are offering as a distributor. If this can be ac- 
complished, gross margins should increase, because it 


will lift sales out of the strictly competitive field 


Coming Thing 
Selective distribution seems to be the coming thing for 
manufacturers. We agree with it, and it should be en 


couraged 


Worthy of Imitation 


Certain manufacturers took steps this past year that 
will improve our profit picture. We hope the idea will 


take hold with greater numbers 


First Seldom Final 


We are much concerned over su} 
ncreasingly apparent that the price quoted to us on the 


fi 


st inquiry is seldom the final price 


Educate the Customer 


Hope to see trend developing for uniform 2 
count across the board. Gross margins continue to shrink 


cash dis- 


can be offset by salesmen and management taking time 
to educate the customer that the distributor function 1s 
vorthy of a profitable margin 


Double Optimism 


I think gross margins will increasé¢ 


ng of prices 
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About 1959 


IN THE SOUTH 





Six Powerful Points 
|. The electrical sales potential will be up at 


10 but the business will be spread among a larger 


least 
number of distributors 

2. Distributors 
remain about equal, but gross margins on direct ship- 
competitive. 
should find 
prices in New 


stocking 


gross margins on stock sales should 
ments will be more 

3. Manufacturers 
mail-order house cut 
making it 


as building 


some way to curb the 
York and Chicags 


They are teugh on distributors of 


such items wire, service entrance equipment 


and boxes 
4. The local and district warehouse stocks of wire 
and cable are putting the major stocking 


business except on pickup business. Those 


distributors out 
of stocking 
manufacturers without warehouse stocks must find a way 
‘re-distribution al 
at a profit This 
and outgoing 


stocking distributors a 
keep them 
allowance should pay 


freight, and would equal approximately 6% of gross stock 


to give their 


lowance * to competitive 
warehouse cost 
sales 

£ It < 
studies of their policies 


6. Distributors must improve 


high time some manufacturer 
efficiency 
ating and sales cost if they are to ma 


Simple Arithmetic 


increase 1n 


Close Credit 


Volume may 
intend to match that and 


decline b 


Fewer Garbage Pails 


gross profits will b better 


I pr ict 


great contributing factor is the trend among majo! 


facturers to put their distribution on a more 


limited basis, thereby preventing the distributo 


More Net, Same Volume 
more efficient methods and w 
to make 


with no expected increase in 


Through 


of expenses, we expect more net 
1958 volume 


be good for everyone 


Reduce Inside Deals 


abilize pric in 


We hope the manufacturers 


il ipparatus and reduce Ins! deals, which 


will discourage price-cutting distributor level 


As Important as Capital 
Do not 


margin pe 


much if any, improvement in 


Improved 


expect gross 
margin dollars will 
increased 


rcentage gTOss 


have to come as a result of volume at 


gross margin rates. Increased sales 


t / 


I Costs and, D 


lower operating 
Rigid economy 


toda\ 


will be 
fully as 


necessary 


sonnel are impo! 
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Here's a quote-by-quote sampling of what 


distributors from coast to coast told EW: 


IN THE FAR WEST 


Uniformity Can Save 
We urge all 


+ 


manulactul! 
discount of with re 
distributors in ating 

We urge 
duce the number 
in their promotions 
We 


2TOss 


opel 
manutacturers 
of dei 
and 


ducts also urge them 


lowel margins 


Home Reducing Plan 


During the past recession 
of doing bus 
unnecessal 
vised Oul 


rit 


Some Shoulds and Shouldn’‘ts 


1 t} 


\ manufacturer shot 
tribution bi 
he presently has 


uld not over 


L his 
turers must 


veaker 1 


wu 


sto ns 
STUI¢ 


Stabilize and Shorten 
Manulact rs must 





INDUSTRIAL MARKET 





NDUSTRIALLY, tl tion’s outlook for 1959 is 
big question: how much 

scored in 1959” 
a 5 overall gain fot 
though inflation may dim 
ire its effects won't be as 
There are two brakes 
of spare manufacturing 
rial electrical work should amount to $435 
mi a respectable gain over 1958's $368 million 
—th still under 1957’s record electrical work 

outlay of $498 million. 

Outla by American Industry for new manufac- 
ts in 1959 xpected to be down 15‘ 
be influenced by the sharp reduction 

rojects started in 1958 
the volume of new projects 
| fail to halt the downward 
yn work underway, al 
vill be half that in 1958 


luction capacity is the big 


that mean to you? Probably 
construction, but decidedly surging 
modernization of existing facilities 
¥ won't be confined to older plants 
thought the last word electrically 
have become outmoded 


production 


United States is en- 

erowth and moderniza- 

tion d th ical share of that growth will rise 

proportiol 

With eg national product expected to hit $465 

billion u Q§ ain of 7 over the 1958 total 
here’s an industry-by-industry outlook 

@ Steel el predict a stronger year, 

with averas % in shipments. Output 

ng will rise to 107 million 

red with 85 million tons 


2. OUTLOOK 


Going Up 


Despite a spectacular early resurgence, 
recovery for the industrial market will be 
slow and steady through most of 1959, 


with a general gain of about 5%. 


1958. Though capital expenditures will be down, 
for each of the next five years, the steel industry will 
spend $600 million on modernization of present ob- 
solete facilities 
e Metalworking—The coming year will be one of 
upturn for the metalworking industries. They are ex- 
pected to produce about $120 billion in goods for 
1959. This will be a healthy gain o\ an estimated 
$102 billion in 1958, but will fall short of 57, when 
shipments reached $129 billion 

Although this industry was the hardest hit during 
the recession, it now plans to spend about the same 
amount on new plal ! equipment in 1959 as in 
1958. Because ¢ he trend toward automation In 
metalworking, the machinery industry has the second 
biggest potential need to replace obsolete facilities. 
The bill: about $650 million a year for the next five 
years 
Automobiles 
ended, auto production and 


teadily. Only time will tell 


Pacing industrial very as 1958 
climbing 
Detroit 
can be but there were healthy 

van. Even strike-hit Chrysler rac 
production in November and Decem|! 

ere running well ahead of the late 
crucial month of January beg 

Long a pioneer in electrical 
trol, the auto industry—whicl 
spending by 39% in 
5% for 1959, 
@ Electrical Apparatus—Man rs heavi 
electrical apparatus—transmission, distribution and 
generating equipment—look for a 3 gain in 
physical volume of shipments in 1959 

L sason for the limited increase: electric util- 
ities spend 4% less for new facilities in 1959. 
Hov , a bigger part of the utilities’ reduced in- 
vestment will go for modernization equipment this 
year. 
e@ Electronics 
overall gain of 


Che electronics industry estimates an 
12% in physical sales volume in 1959 
Industrial electronics sales should climb about 20% 
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FOR MARKETS 


— But Slowly 


Capital expenditures will probably be slightly 
higher in 1959 because the flow of new products 
means new capacity—and, in turn, boosted capital 
investment 

@ Appliance Manufacturing 


come out of the severe dips of 1958 and manufac 


Appliance sales have 


turers are predicting 10- to 12% increases in unit 
sales. They also indicate plans for spending of about 
IS“e more in *59 and an additional 18% in 1960 

@ Chemical Processing—Heading for an all time 
high in physical volume and dollar sales, the chem 
ical processing industries will cut expansion spendin: 
slightly, but will spend more on automating and 


modernization projects 


Though capital spending plans for these and other 
industries vary, one thing is evident. Most manu 
facturers are planning on ind indeed will be forced 
to—modernize. Despite the 50 increase in capacity 
since 1950, a large proportion of U.S. manufactur 


ing facilities are obsolete 


, s this obsolescence is no more dramatic 
than plant electrical systems. The market for in- 
dust electrical modernization breaks down this 


way. For wiring and _ installation—$4.5 billion; for 
relighting—S500 million. With the establishment of 
the new Illuminating Engineering Society footcandle 
levels (KW—Oct.’58, p. 79), an estimated 90- to 
95° of today’s plant lighting is now becoming out- 
dated. 


Che beauty part of selling the electrical moderniza 
tion market lies in its permanency and the fact that 
it grows larger each year with the growth of indu 
trial electrical us 

Product-wise, there's almost no end to the applic 
tion of standard apparatus and supplies items you 
can sell this market. Some are: new, improved type 
of lamps which furnish higher light output at sam 
current consumption; mercury vapor units offerins 
higher light intensities; new lighting fixtures that main 
tain high light output and are easy to maintain 

Motors will also come in for renewed selling in 
1959, particularly for modernization utilization. New 
types that are better made, on smaller frames, 1 
quire less space, are quieter and offer longer lif 
Programming motor modernization is the key to 


many an industrial sale 


Paking look at branch circuit equipment, th 
re many products offering sales potential in mod 
Surface rac 


ystems will be widely used for running new brancl 


izing and equipping new plants 


circuits and extending or revamping old branch 
cuits in manufacturing plants 

[retley busway systems (in 20-, 30-, and 50-amps) 
are Pa@fticularly suited for branch circuit modern- 
ization, Uses: supplying lighting fixtures (fluorescent 
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Technical know-how: key to sales 


and incandescent) and serving appliance and hand 
tool loads by drop cords in industrial production 


areas, 

Flush duct type ol dertloc 
for modernization. Surt 
outlet boxe ood seller 


EMT or rigid conduit 


Bone newer end it 
y! VOoIUTme Mods la 2 
, , { ty | 
Panelbo rd na Gil au 


Dreaker unit 


rea UNG 
mstermers of all types will be good °59 bets in 
expaiigion and modernization jobs where system 
voltagé7is upped and there’s a need for furnishing 
lower voltage loads. This is especially true with the 
growing trend to 480 277-v use, which is necessitating 
step-downs to 120 208-v lighting and receptacle cir- 
cuits. 
Thes¢ ust 
uesn C | 


bly 1 ) > Ww 1} 
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RESIDENTIAL. MARKET 


FTER barely reaching the one-million mark in 
1957, new private home starts rose slightly to 
1.1 million last year, and will continue to rise 

at a slow rate during 1959 to about 1.15 million 
Although this year’s increase in starts will not be 
high, the largest share of the $35.2 billion spending 
forecast for private construction will go for residential 
building—about $19.36 billion. This is in comparison 
with the $16.5 billion spent during 1958 
Of the total housing starts in 1958—1.17 
most were for private residences. The same will hold 
true this year, with an overall total of 1.2 million 


million 


tarts predicted by Commerce and Labor Department 
officials 

sy Will Tighten—Government housing offi- 

ect the high rate of starts to hold up through 

sarter of 1959, and decline slightly in the 

second quarter. A tapering off is estimated in the 

second half. Although they believe that the money 

supply will be sufficient to finance the projected new 

starts, they also predict that money will tighten and 
grow more costly later this year. 

Private housing has been climbing steadily since 

tarts hit a nine-year low last February. In September 

last year, for example, starts reached a_ highest 
for any month in three years 

Phis year will see a slightly different picture. The 

iverage unit cost of new units will increase for three 

reasons 

1. Higher cost of construction 

2. An increast 

homes as the apartment house boom dwindles 

3. A trend to mor 


tighten 


in the proportion of single-family 
expensive houses as money 


These estimates do not take into consideration a 
possible shot in the arm from Congress. There is a 
good chance, experts believe, that the 86th Congress 
will force the Administration to accept some extra 
aids to housing early this year 
e Optimism Shown 


disappearing, a majority of builders and real estat 


Although recession fears are 


42 


Slow Increase 


A high rate of starts will hold through the 
first quarter, but will decline during the 
second. As money tightens, the trend will 


be to more expensive homes. 


agents are encouraged over the optimism shown by 
buyers concerning the stimulated economy and a will- 
ingness to spend their money, although home buyers 
have been shopping more carefully 

ectrical share of the residential market in 
195 w a substantial gain over 1957. Compared 
wit > $692 million spent in 1957, last year’s fig- 
ures showed an increase to $754 million. The outlook 
is even better for this year. Of a total $2.8 billion 
predicted to be spent for total private electrical work, 
about $830 million will go to residential uses. 

Public residential construction, on the other hand, 
will decline. Starts during 1958 amounted to 73,000 
For this year, the predicted figure is down by 25,000. 
However, for the distributor considering the electri 
cal dollar in this decrease of starts, the picture is 
good. About $31 million will be spent for this phase. 
Chis is compared with $27 million spent last yea 
and $16 million spent during 1957 
e Better Lighting 
ward better lighting and a fast growth of heavy appli- 
ance loads, higher values of electrical work will be 


Because of a heavier trend to 


forthcoming in new home construction this year. Fo 
lighting, an increased number of fixtures and more 
modern lighting practices are likely 

As public acceptance of higher levels of illumi 
nation increases this year, more flexible lighting sys 
tems will be a slightly more important factor to the 
home builder. Lighting allowances will continue to 
rise, as they did in 1958, and more decorative light 
ing will be requested by purchasers 
e New Ideas—For the electrical distributor, new 
sales techniques will be put into operation to obtain 
an increased share of the lighting dollar. A small ma 
jority of distributors queried last year indicated that 
lighting sales were down slightly (EW—Sept. ’58, p. 
36). Although lighting volume was down, it was com 
ing back fast at the end of the year. Most distributors 
found it necessary to work on smaller margins. 

Unfortunately, however, many distributors last year 
were not taking full advantage of the potentially good 
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Seen This Year 


residential lighting and relighting market. As far as 
the modernization market is concerned, 1959 will 
provide an excellent opportunity for the distributor 
elighting market, for example, predictions 
sho t S15 million will be spent for this phase. 
rhis be a small part of the picture. Along with 
relighting, $30 million will be spent for wiring and 
installation, providing excellent potential for the dis- 
tributor in selling electrical products. 

Complete home air conditioning and room air con 
ditioning sales will increase in 1959. As this market 
increases this year, summer peak loads will become a 
problem to utilities. To overcome this, utilities will 
more and more begin considering special rates for 
consumers who use electric heat. This will tend to 
balance summer and winter loads 

Already, utility personnel are thinking along these 
lines, especially in the Midwest. With added pushes 
by distributors in other parts of the nation, electric 


heat should start coming into its own this year 







This, together with the prospect for an increased 
use of appliances this year, will present the distributor 
an excellent opportunity to sell more materials fot 
rewiring jobs. 
e More Power—Along with this increase, home own- 
ers naturally will be using more electric power. Ac 
cording to the latest figures, the average annual kwht 
per customer is 3,174. In 1950, the figure was 1,830 

Late last year the Federal Housing Administration 
set forth revisions calling for improvements in new 
homes. Despite the new approach taken by FHA in 
writing the minimum property standards, the revised 
requirements make no radical departure from the old 
standards. But they are clear, detailed, specific and 
up-to-date 

Generally speaking, the new regulations will 
for these improvements: bigger rooms, more storag¢ 


space, stiffer hot water warranties. Individual sew 
age disposal systems are increased in size about 50 


above the old requirements. 


Thi | course, presents an excellent opportunity 
for t istributor in selling more outlets, more wire 
and x service entrances, With extra salesmanship, 


he should be able to make added sales of door chimes, 
lighting fixtures and intercom systems. 

e Future Building 

ably will rise about 2% a year for the next few 
years. At present, the American public is buildin: 
at the highest rate in history 


Overall, residential volume prob 


Much of the homebuilding increase has come from 
hifting residential patterns from country to city and 
from city to suburb. Both these trends will be slow- 


ing down. Between now and 1970, the average volume 


of new private residential construction will be about 


ae ke} 


billion a year. The annual rate of total housing 
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For the aggressive ... profitable sales. 


nits Vill ave ( pout l 

and 1970 

e More Promotion— More emph will be placed « 
ndustry-wide programs tl vear to help the 


tributor 

nple, the Edison Electric Institute is launch- 
ng-range National Electric Living program 
on one basic objective: “. . . to sell more 






electric appliances, more wiring and more lighting in 
the homes of America.” To obtain this objective, EE! 
intends to pre-sell customers on the benefits of all- 
electric living with year-long advertising, mailings and 
sales aids. 


he HOUSEPOWER program v nti 
full steam. Beginning National Elects | Weel | 
ruary 9¥-14—a series of advertisement ponsored | 


r 

through EEI 

every home needs modern wi ' n 
The National Wiring Bureau i repari I 

paign planning guide called “H How You ¢ 


electric utilities 


Profit as a HOUSEPOWER Spe | 

tht-page, two-color booklet hic 

nembers of tl I I 

rin 

Plans of 1 Hom t 

ittempts to overhaul industr tand 

umer demands and needs. Ti 

ducational courses. sak trai na 
lirms providing complete elects 1 0 

American Home Lighting Institut he 

it a higher fixture sales volume ized 
1959 through the Medallion Home p1 I tf 
Living awards and the Academy of I Arts pr 
motion. In adopting the IES recom: lat fe 
lishting standards, the institute bel that t I] 
elp considerably to up 

f fixvtouy 

In ad yn el , | 
befor I b major () 

nd to of I 





COMMERCIAL MARKET 























IDED by an § rise predicted for this year in 
commercial construction awards, actual construc 
tion put in place for the commercial market will 
ise only slighthy— from last year’s figure 
Approximately $3,550,000,000 was spent for com 
mercial construction during 1958. This represented 
slight decrease from the 1957 figure of $3,564,000, 
i picture will be better, with com 
truction amounting to $3,630,000,000 


mercial con 
e About Face—Looking at individual segments of the 
commercial market, there probably will be a complete 


turn-about. Last year, the large factor in commercial 


' 
mstruction was office buildings. This will not be 

the case this year. During 1958, there was a 5° 
in in office building construction over the 1957 


ure of SI.89 billion 
This year, the forecast is for a 4° decline to $1.9 


billion. The largest factor in this change is due mainly 


to the completi m of larg office building projects 
New York Clit 
On the oth d construction for stores 
taurants and garages will show a market increase 
of 10 this year—up to $1.73 billion. This is in 


contrast with the figure of $1.57 billion during 1958 
i decre ot 6 from the 1957 figure of $1,671 
C000) COORD 


Construction put in place for the commercial mat 


ket got off to a slow start in January last year, and 
remained on an incline until May. At that time, it 


took a fast upswing, but failed to reach the 1957 peak 
Witttdoes this mean for the electrical distributor? 
Goveliment forecasters say that the electrical work 
for th@ Commercial construction market will rise right 
along with construction despite the decrease in office 
building. For electrical work, about $668.8 million 
will be spent, which represents the largest amount for 
private building funds. 
e Existing Market Good—As far as the modernization 
market is concerned, here is a second opportunity 
for the distributor to take advantage of the situation. 
For 1959 


ibout $95.5 million will be spent to mod 
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New Awards to 


While office construction will take a back 
seat, stores, restaurants and garages will 
show an increase of 10% this year. 


Lighting will be important here. 


ernize office buildings, stores, restaurants and gar- 
ges. The largest amount—S$68 million—will be spent 
for wiring and installation. For relighting, the figure 
vill amount to about $27.3 million 

h new and existing projects, higher levels 
of il nation have been set by the Hluminating Engi- 
neer@g Society (EW—Oct. °58, p. 79). These new 
levels, which are being widely accepted in the electri- 
cal industry, should be valuable to the electrical dis- 
tributor in making more adequate recommendations 
for lighting and relighting to customers. These new 
recommended levels almost double the existing stand- 
ard minimums of last year. 

Following last year’s apparent peak in suburban 






hopping center construction, the picture for 1959 is 
pparently one towards return to the downtown 
Although suburban commercial con- 


struction will continue, official sources believe it will 


shopping area 


not be as large as last year. This is due in part to 
the effort of downtown merchants to modernize thei 


facilities to lure the consumer back 


Both areas 
cellent for the modernization market. For the down- 


town market, opportunities will be excellent for low- 


suburban and downtown—vwill be ex 


voltage projects; for relieving existing conditions of 


electrical overload; for providing wiring capacity for 
new lighting and power loads: for providing wiring 
capacity for relief of overload and for new lighting 
ind powel loads 

Air conditioning sales opportunities will be excel 

nt. Circuiting of air conditioning units in commer- 
cial buildings requires on-the-job engineering imagi- 
nation, as will new concepts of illumination 

For modernization systems, it is generally believed 
nally installed 


that new systems usually exceed orig 
capacities by three to four times 

e Offices Needed—Although money for new construc- 
tion in the commercial market has been rather tight, 
there still is a great need for office space throughout 
the nation. New buildings will be constructed or placed 
on the planning boards this year. This, supplemented 
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Aid Building 


by the go-ahead for new construction already planned 
should bring office building construction back into 
the picture as a major factor in 1960 


T tential for the sale of electrical materials 
here »f course, great. However, the distributor of 
elect products is going to have to use more sales 





imagination in order to get in on the ground floor 

of the job. The reason: more competition. 
Commercial construction is expected to grow faster 

than it has in the past—about 314% a year. As a 





long-range prediction, government officials believe that 
by 1980, construction in this market will reach about For store lighting . . . an excellent opportunity. 
50% greater than at present. This is because the white 
collar working force and the requirements for distribu 


tion are growing at a faster rate . 
While these reasons will contribute to the future fits t 
increase in office building construction, warehouse tric 





construction, on the other hand, will probably decline 












in relation to the volume of goods produced and dis duce an elaborate brochu \ ' 1 “Plannea 
tributed. More efficient methods of transportation Profit Power.” The brocl 
and inventory control will bring this about. There for mailing to owners d 1 ( 
will be a wider variety ol goods to be stocked, but buildings, will st the Db rit 
business will be able to service more customers pe! zation 
unit of inventory. Requests for the broc mad 
Although this may be the situation, the market vailable throug! tor ivert cl 
nevertheless, will be excellent for replacement items neled back to local utilit ( ’ 
New methods of inventory control will open up an follow-up action. In addition, the | produc 
already booming market for electronic equipment. At mailings concerning the importance of wit Phe 
present, many electrical distributors are taking ad li be sent to member 
vantage of this growing phase of the electrical indus- A new campaign initiated by the Nat Lightis 
try. Those who are not are thinking more and mor Bureau of NEMA pr t ( 1 tl 
in terms of their future in electronics. Eve-Fi relighting camy terowth of 
: For store, restaurant and garages, construction could The Certified Lighting Progran try 
reach $3 billion a year by 1970, and more than $3.5 promotior 
billion by 1980. Cumulative outlays could reach $60 Bureau officials be that t I 
billion by 1980 can inexpensively and effectivel \ t 
¢ Got, Potential—This opens up a wide field for buildings from obsoles« \ le promotional 
elect products of all types, particularly for new effort will start early tl hat it « 
lightifig systems as business management comes to do for busines 
realize fully the importance of lighting in drawing The campaign will d 
customers’ attention to retail establishments. quate lighting means lov 
Along with better lighting systems goes better and efficiency in producti f 
{ more adequate wiring systems, dimmers and distribu- directed at owners and adi W 
tion systems. limit their sight witl 
One of the most outstanding electrical installation Participating manufa 
jobs during 1958 was at New York International Air Fye-Fi relighting ta to tl fixt peci 
port’s $27 million overseas arrival building. Featured labels to their packa ht cel 
are a wide variety of up-and-down lighting combining tification is established, it wi possible to coml 
mercury vapor, fluorescent and incandescent sources: cerufication with the Eye-Fi Rel im 
pre-set dimmer-regulated, clock-operated lighting pat- through corollary concept [ Certified | ri R 
terns; high-frequency carrier-current electronic con- lightin 
trol; dual high-and-low voltage distribution: auto- Here Is a rr opport t it can 
matic emergency transfer switches, and an elaborate increase their lightu 
alarm annunciator that monitors all critical electrical participati th 
equipment offered o tic 
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INSTITUTIONAL MARKET 








FTER a 9% rise in construction for the institu- 
tional market last year, outlays will continue to 
grow during 1959 at approximately the same rate. 
For 1958, the figure showed $17.7 billion spent 
for new construction. Estimates for this year show 
an increase to about $19.8 billion. 

Again this year, most of this gain will be contrib- 
uted by public highway construction. Approximately 
$5.3 billion was spent in this classification during 
1958. For this year, the figure will be increased by 
about 12% to $6 billion 
e Possible Roadblock—If this road building pace, 
however, is to be sustained beyond 1959, many 
states in addition to the federal government, are going 
to have to locate some additional revenues. It seems 
at higher gasoline taxes in many instances 

the solution 
ernment officials believe the bright outlook for 





building is due largely to fed 
eral anti-recession aid, the accelerating pace of the 
Federal interstate highway program and the increased 


continued highway 


highway outlays by the states 

Ihe largest boost to road building is the $40 bil 
lion, 41,000-mile Federal Interstate Highway Program, 
tuthorized by Congress in 1956 and scheduled to be 
completed in 16 years. Of this program, the federal 
rovernment finances 90% and the states 10%. 

In the current fiscal year, $2.2 billion is being 
apportioned to the states for construction, right-of- 
way acquisition and engineering expenses connected 
with the interstate superhighway system. In the 1959- 
1960 fiscal year, this figure will increase to $2.5 
billion 

For the overall highway program, it is predicted 
that annual spending will reach $11 billion by 1965 
and $12 billion by 1970, where it will level off. Cumu 
lative totals for the next 25 years should be about 
$275 billion 
e Electric Picture Good—Following the rise in elec- 
trical work for highway construction during 1958, 
the electrical industry can expect another increase 
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Starts to Rise 


Spending for highway construction will 
continue to gain during 1959. For the en- 
tire institutional market, electrical work 


will show increases in all areas. 


this year to about $277 million. For last year, the 
figure hit almost $270 million. 

Much of this amount will go for highway lighting 
systems and controls. One of the most significant 
in highway lighting involves higher levels of 
n, with better control of light distribution 
duction of glare. The trend now is to the 






ercury and fluorescent sources. 

This, of course, is an excellent opportunity for the 
modernization market. Thousands of incandescent 
lamp systems now in use will be obsolete. 

Other trends include higher light output lamps, 
larger luminaires, individual photoelectric control of 
luminaires and fluorescent floodlights for lighting high- 
way guide signs. 

While $3 billion probably will be spent for new 
school construction this year—4% more than last 
year’s figure—school construction spending may top 
$3.5 billion by 1960. An increase in the birth rate in 
the late 60’s may push outlays to $5.5 billion by 1975 
and $8 billion by 1980. 

k tential for street and highway lighting and 
is tremendous. The sales of street and 
lighting equipment for 1958, including the 
lighting of viaducts, tunnels, underpasses, bridges and 
overpasses and roadway signs are estimated at about 
$33 million. Between $5- and $6 million of this figure 
will be for highway lighting alone. 
e A Bright Outlook—For 1959, 
tional construction will increase. A large comeback 
is seen in the construction of public high schools, 





all public institu- 


where the cost per pupil is much greater. 

Private educational facilities will also rise in 1959, 
but at a slower rate than last year. Latest figures 
show that $600 million will be spent this year com- 
pared with the $565 million spent in 1958 and $525 
million in 1957. 

Both these markets will provide excellent oppor- 
tunities for electrical installations. An increased num- 
ber of new buildings will contain central air condi- 
tioning. More outlets and special wiring will be re- 
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Only Slightly 


quired in laboratories. Naturally, more emphasis will 
be placed on higher levels of illumination, wiring sys- 
tems and controls. 

e modernization market, fluorescent equip- 
take the place of existing incandescent light- 
not only will produce a substantial increase 
in lighting intensity and greater visual comfort, but 
it will not increase the electric energy consumption. 

Public hospital construction will increase heavily. 
For private hospitals, however, the picture is not 
bright. In 1959, rises in spending for public institu- 
tions will hit $475 million, a gain of 19% over the 
1958 figure of $400 million. On the other hand, 
private construction hit $605 million last year. This 
year, it will decrease 1% to $600 million. 

Modern electrical systems are necessary in hospi- 
tals. For both the new and old, emergency power is 
needed. For this, automatic transfer panels, gener- 
ators and cable are essential. Air conditioning and 
controls for air conditioning and heating units pro- 
vide good opportunities for the distributor. 

e Up and Up—Religious construction, down slightly 
in 1958, will make a comeback this year of about 
10% for an outlay of about $950 million. 

For sewer and water systems, 1959 will see an 
increase of 9% to $1.5 billion. Military facilities 
following the trend of larger defense spending—will 
jump 16% over the 1958 figure of $1.21 billion. Last 
year, spending was down by 8% from 1957’s $1.3 
billion. 

e A Bright Forecast—The overall electrical picture 
looks good for 1959. For new construction, more and 
more of the total construction dollar is going into 
electrical work. As far as modernization is concerned, 
the percentage of electrical work is even greater. 
lectrical modernization for the institutional mar- 
ket shows a total of $19.1 million to be spent for 
relighting alone. For wiring and installation spending 
this year, the figure has been estimated at about 







$28.2 million. 








and an increased number of circuits, more 
ore cable, an increased use of automation 
t—all phases are excellent for distributor 
orts in obtaining a fair and profitable share 
of the electrical work. 

Because of the tragic school fire in Chicago last 
year, national emphasis is being placed on adequate 
fire alarm and sound systems, a good potential 

A development which would be worth watching is 
this: Public works may suffer from the high cost of 
floating long-term bonds. They have been the back- 
bone of the construction industry for quite some time, 
but many local governments are required to get par 
for their issues while they are restricted as to how 
high an interest rate they can pay 
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The church market . . . still a good bet. 


Although last year’s construction of public works 
rose, and the prediction is for further gains this vear 
figures have not taken into consideration higher inter 
est charges 

Many construction officials fear that continued 
tightening credit will discourage borrowing, particu 
larly by states and municipalities. Some municipali 
tics could be forced to cancel plans, since many local 
governments are required to get par for their issues 


with ceiling on how much interest they can pay 





stems in institutional buildings. In 1959, the 
National Wiring Bureau intends to pour more funds 
into its institutional-commercial program to upgrade 
the industry's electrical systems. 


“The value of continued promotional effort by the 
National Wiring Bureau,” according to C. W. Higbe¢ 
assistant general manager of the electrical conductor 
division, Katser Aluminum and Chemical Corp 
only partially reflected by the size of the potential 
markets for actual wire and wiring materials 

Che chairman of the NEMA Adequate Wiring Com 
mittee estimates that in the potential modernization 


market for institutional and commercial wiring, a 


large percentage of the possible $2.5 billion annual 
market will go for institutional work. This is in addi 
tion to the cost of installation of equipment 

Higbee stresses that despite the growing consume! 
demand created by national advertising, the surfac 
has only been scratched in terms of wiring moderni 
zation actually sold and installed. To tak ivantage 
of this potential market, the National Wu Bureau 
will stress promotion and sales aids to create mor 
of an interest in the minds of possible buyers of added 
electrical conveniencs 

Despite the recent recession, the elect | indu 
try as a whole fared better than n other indu 
tries. Coupled with this, the futur lso looks bright 
which should assure the distributor of 
the institutional market 
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DEALER MARKET 





HE APPLIANC!I 


MARKET, which in 1958 


plummeted 12 below 1957, is expected to 
I aim the lost ground this Year, when sales 
hould again reach SS billion 
The rise, if realized, will follow the up-and-down 
pattern of appliance sales in post-war years. Starting 
vith 1950, when the figure was $7.4 billion in sales, 
it has gone this way 
e 1951, $6.1 billion 
e 1952, $6.2 billion 
e 1953, $7.2 billion 
e 1954, $7.1 billion 
e 1955, $8.3 billion 
e 1956, $8.4 billion 
e 1957, $8.0 billion 
e 1958, $7.0. billion 


e Hopeful Omens—Portents this year are encourag 
ing. Housing starts, which climbed from below a mil 
lion in 1957 to a 1.17 million figure last year. are set 


increase, and this by conserva- 


lor an add) 
tive estimatc 
EI] | 


clalty store 


re, on related fronts, department and spe 
expect their sales in 1959's first four 
months to top the identical 1958 period by about 8% 
and consumers late this year were pushing their in- 


1 


tallment debt close to the 1957 figure, despite a lag 
in auto loan 

most encouraging of all is a less tangible 
ty—consumer confidence. The University 
gan’s Survey Research Center reported an 
increase as the year ended. 

e Index Rises—Thx 
which the Center us to rate the answers to key 







consumer attitudes index,” 


economic questions, ro to 100 tn October over 
June’s 94, the best recovery since October of 1954 


when the index ro 16 points to 109 

Ihe most recent survey found 31% of the approxi 
mately 1,350 peo interviewed stating they were 
financially better off 1 n in 1957 This compared 
with only 23 in June and was the most optimistic 
reneral opinion since Ju 1957, when 32 thought 
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Bouncing Back, 


After Fall-Off 
in 1958 


Last year, appliance sales dipped sharply, 
wound up 12% off the 1957 level. The 
promise of 1959 is that it will make up that 


12°% and have some room to spare. 


they were better off than the year previous. Inci- 
dentally, they thought they’d be better off a year hence 
e Optimistic View—Even more optimistic was the 
view expressed on general business conditions. The 
number of people saying in their opinion that business 


was better rose to 35% in October—a 7% jump 
over May and June. The figure was, significantly, 
the highest percentage since late 1955, when 48% 


were of the same opinion 
1 the encouraging side was the impressive 
uptu the thinking of these people about a big 
year year. The number of those who look for a 
business upsurge in 1959, rose appreciably from 45 
in May and June to 60°¢ in October. 
Helping to confirm their predictions should be rising 
ncome, which in 1958 ran 1.5“ ahead of the previous 


) 


{ 
t 


year, with top increases in the Kansas City (4.0), San 
Francisco (3.5), and Philadelphia (3.2) areas 

e Reasons For Rise—Cited as the causes behind the 
stepped-up construction 


department 


pocket-padding increase wer« 
ictivity, manufacturing employment 
tore sales 


In only two regions, Cleveland and Dallas, did 
higher average incomes fail to be realized; and coun- 
terbalancing this, in addition to the fact that the na 
tional average was higher, were record-high income 
levels in New York, Philadelphia and Richmond 

Riding the crest last year were freezers, ranges and 
dishwashers, which should be up again this year 
Higher price adjustments may be seen early this yeat 
in some lines. One manufacturer thinks the industry 
will get 15-20 more of the consumers’ dollar. 
Housewares, down last year, will probably be down 
again. “They're only a traffic item,” commented one 
dealer, something to bring people into the store 
Of course, we make a few bucks on ’em.” 

Still, many distributors feel that housewares are 
very much worth cultivating. One of them, L. I 
Hirsch, president of Electrical Supply Co., in New 
Orleans, told why in the Dec. ’58 issue of ELECTRICATI 
WHOLESALING (p. 52). 
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3. REVIEW FOR REGIONS 


How Regions Fared in Sales of Electrical Wholesale Distributors 


Volume and Profits Slip 


tors 
ike 


ALES of electrical apparatus and su es « 
dipped 5 nationally during the fil ionths of 
1958 compared with the same period 1957. Dollar 
volume was estimate 
49 billion as 
1957 


{) y 


illy, the dips were much sharper 1 
| TTY) 


tor the nation Four I ; Wi no i ( 
ral e Cash Discount Cuts 


erapl with the 


timated 
yr more (See ij 
the time that a nut 


New 

vas the only one 

sion. Second-best was the Pacific 

through October 1958 with onl a 

e Hurts the Most—More cutting than 
h most distributors 


was the decline in profits that 
problem was the unhapy 
liticult, with 


England states the irdest h ’ 


to show a galt 


rece 


Paralleling this | 


\ 
HpecomMec 


perienced 

it collections had the 
showing an 

an increase in the number of 


ivements and bankruptcies among 
As 1958 wore into its fourth 
ingly apparent that 
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Thumbnail Regional Review 





During the first 10 months of 1958, distributor sales in 
the New England region were down 12 from the same 
10 month period in 1957. Right now, the area is on the 
comeback trail. Even the machine tool industry—hardest 
hit during the recession—shows signs of healthy recovery. 
Road-building, school and residential construction and a 
minor boom in electronic production have helped New 
England weather the toughest part of the business down- 
turn, although it still was badly affected. The latest 
regional per capita income: $2,221. Average gross 
eekly wage of factory workers: $72.15. The population 


> 


un since LYSO: 6.3 





Middle Atlantic | 





Stl near the top in industrial activity, the Middle 
Atlantic region also picxed up considerably in construc- 
tion of all kinds as “58 ended. Electrical distributors’ 
sales were off 9 (10 months of 1958 compared to 10 
months of 1957) but showing a consistent, though gradu- 
il, upward trend. Per capita income reached $2,289. Av- 
erage gross weekly wage was $84.56 and the region 


mained 9.6 in population since 1950. Building and 
r,S5Q 


modernization should surge here in 





East North Central 








Stull the top industrial area in the nation, the East North 
Central region took it on the chin during the business 
lump, particularly for the first seven months. Now, as 
production steps up, sales prospects look better. For the 
first 1O months of *58, electrical wholesalers’ sales were 
fown 13° (as compared with the same period in °57) 


\utomobiles and related products are the key to the mat 


ket picture, though residential building is expected to 
I on in high gear through °59. Latest regional pel 
ipita income figure: $2,115. The average gross weekly 


ive of factory workers: $94.73, highest among the re- 
nons. As expected, Michigan led the other East North 
Central On states on wages. The region’s population 
rain since 1950: 17.1 





West North Central | 














Busine nerally on the rise in the West North 
Central region as 1958 ended. Electrical distributors’ 
iles tor the first 10 months of ’58 compared with the 
me period in } were off 11 As “58 drew to a 
close, there were moderate gains in employment and 
manufacturing activit Regional per capita income 
$1,623. Average weekly gross wage was $81 and the 
population gain since 1950 was 9 
South Atlantic 

Now third ranking industrial area in the U.S.. the South 
Atlantic region tared well during the recession and made 


a fast comeback at the end of 1958. Though production 
of textiles, apparel and furniture was down, the continued 
influx of new industry of all kinds had a definitely buovy- 
int effect on the region’s economy. For South Atlantic 


50 


electrical wholesalers, sales in the first 10 months of 
1958 were off by 9% as compared with the same period 
in 1957. Latest regional per capita income was $1,722. 
(Delaware again led the nation). Average gross weekly 
wage for factory workers was $70.35. The population 
gain since 1950 was 18.9%. Florida racked up a record 


gain of 59.3 to lead all other states 





| | 
East South Central | 





Business was relatively static in the East South Central 
region throughout the last part of 1958. It suffered from 
the general slump in all industries and its resurgence has 
been somewhat slower than that of the other regions 
Electrical distributors’ sales for the first 10 months of 
1958 were down by 109% from the same period in 1957. 
Housing starts picked up a good bit at year end though 
other building was depressed considerably. The region’s 
per capita income was $1,219. Average gross weekly 
wage: $64.25. Population gain: since 1950 totaled just 


3 smallest in the nation 





West South Central | 





Probably least affected by the recession was the West 
South Central region. Construction, production and em- 
ployment were hurt but not nearly so badly as some ot 
the other regions. Electrical wholesalers’ sales for the 
first 10 months of 1958 (as against the first ten months 
of °57) were down 5 Texas again led the region in in- 
dustrial and construction activity. The commercial build- 
ing boom continued, though thinned down a bit by the 
business slump. Latest per capita income: $1,485. Aver- 
age weekly gross wage: $76.43. Population gain: 13.2 


since 1950 





Mountain 





General economic activity was on the rise in the Moun- 


t 
tall 


region as 1958 ended. Housing starts were surging 
ind commercial construction began climbing substan 
tially as 1959 began. Electrical distributors’ sales for the 
first ten months of °58 compared with the same period 
making this the only re- 
gion to rack up a gain. Latest per capita income figure 


in ’57 showed a gain of > 


was $1,836 Average gross weekly wage was $92.03 
Population gain since 1950: 27 





Pacific | 





[he Pacific region held up well under the business down- 
turn and showed up strongly as 1958 ended. California 
again led the nation in housing starts as more than 1,000 
families a month continued to pour into the Golden 
State. As 1959 began, commercial building paced indus- 
trial and residential construction. Electrical wholesalers’ 
sales showed a decline of 2% for the first 10 months of 
1958 compared with the first 10 months of 57. The lum- 
ber market should boom this year as national demand for 
building materials remains consistently high. Per capita 
income: $2,137. The average gross weekly wage was 


$93.02 and the population gain since 1950 was 29.8‘ 
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NEW hood purities air without ducts 











nee 


Nautilus 


NO-DUCT HOOD 





eliminates cooking fumes, odors, grease, 


smoke ...without ducts or vents! 


Every kitchen must have a wavy to get rid of cooking odors. gre 
smoke before they have the chance to discolor or dar ie 


cabinets and furnishings 


This can now be done without expensive ductwork or outside vent 
by the new NAUTILUS No-Duct Hood. It 

scientific principle that made it possible for the ator ibn 
NAUTILUS to stay under water for two mont! Vithout 


supplies of fresh air 





Easily installed with built-in type rang The air is purified by passing it through a grease filter and t 


through a special Activated Charco 
adsorption a// odors and contaminant Pure, fresh air 


recirculated in the room 


Attractively designed, quiet in operation, the NAUTILUS 


available in a complete range of sizes and f 


1030 West North Avenue, Chicago 14, Ill. 


See reverse side jo? Jurther details 








Te NEW 


NO-DUCT HOOD 


eliminates cooking fumes, 
odors, grease, smoke 
... without ducts or vents! 


3 COMPLETE VERSATILITY IN INSTALLATION 


The NAUTILUS hood can be installed easily anywhere in the 
kitchen, making possible better layouts. Use it in new or old 
kitchens—-and because it’s portable, you can use it even in rented 


apartments! 


ELIMINATES COSTLY DUCT INSTALLATION 


The fan takes up mo ¢ abinet or shelf space, and because there’s no 
expensive duct-work or installation, the NAUTILUS costs less 


than total cost of other units 


CLEARS THE AIR IMMEDIATELY 


Cook any of your favorite foods—cabbage, onions, fish— without 
worry about unpleasant odors. Air over cooking area is purified 
before it has a chance to get into the room. Save money, too no 


re-papering or re painting bec ause of grease or fume stains! 


COMPLETELY MODERN DESIGN 


with tapered front that makes installation against corner 
cabinets easy Handy push button controls operate fan and 


enclosed fluorescent light 


COMPLETELY QUIET OPERATION 


due to design of fan and resilient mounted motor 


INCREASES COOKING EFFICIENCY 


because the forced drafts of venting systems are eliminated 


NO EXPENSIVE HEAT LOST—NO BACKDRAFTS 


Ordinary hoods pull out lots of heat and create draft problems in 
winter. Because the NAUTILUS does not need ducts, no expen 
heat is dissipated to the outside no unsightly smoke and 


grease stains around vents—saves fix-up, paint-up jobs! 


EASY TO CLEAN AND SERVICE 


Both grease and Activated Charcoal Filters are easy to remove and 
clean in hot water and detergent. Charcoal filter may be reacti 
vated simply by baking it in the oven once a year. Entire unit 


including fan may be disassembled in seconds 


MAJOR INDUSTRIES, INC 

1030 West North Avenue, Chicago 14, Ill 

| am interested in the NAUTILUS No-Duct Hood 
Distributorship Dealership 


To install in homes | bu ld or remodel 








SPECIFICATIONS 


Unit Includes: 
Activated Charcoal Filter Element 
Fine Mesh Aluminum Grease Filter 


Quiet-Operating Fan With 1/12 H.P. Resilient 
Mounted Motor—Lifetime Lubrication 


Push Button Control for Fan and Light 


Enclosed Fluorescent Light 


Sizes: Length ("L"): 24", 30", 33", 36", 39", 
40" 


,42",48" (special sizes alsoavailable). 


Peninsular hoods also available. 


Colors: Genuine electro-plated Brushed An- 
tique or Hammered Copper finishes; Stainless 
Steel; and Porcelain Enamel in Coppertone, 


Pink, White, Yellow, Turquoise. 


With ordinary hoods, there are pipes and 
ducts to take up valuable shelf space. 























"97% of our General Electric 
—h Power Groove Lamps are still 
going strong after 6500 hours!” 


SAYS ERICKSON TOOL COMPANY, SOLON, OHIO 





ER ‘ 
‘CKhSON Too, Compnrny 





Pu, 


was Wan, 


G-E POWER GROOVES pive : 


FREE! NEW 24-PAGE BOOK cnc 1 Industrial Light I 


e: General Electric Co., Large Lamp Dept. ¢ 


Progress /s Our Most Important Product 


GENERAL &@ ELECTRIC 
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WESTAIGAY SUPRPES 
GLECTRICA L SUPPLIES. 


Mis sory ALLEN ERE CARTS ED 
Se, MIssorni VALLEY ELECTRIC Go. 
nee eae *~ ~ * 











THE PROFIT HOPPER 


Ez = Ea 














s % 
PROFITF 


SECOND LETTER included the actual ‘‘Profit Hopper’’ dia 
gram, which showed customer plus factor making profit 
f he ¢ L \dvantage at AA 


‘Boosting 


Volumitis-born worries led Missouri Valley 
to institute a ''real'’ profits-building pro- 
motion for customers. A healthy picture 
and general industry upgrading resulted. 














FIRST LETTER customer stressed idez 1 how to increase 
fp yes Sagpemampaticngene nce gts Srnstae By Robert S. Bush 


sot Br winiee wh ustomer 


ELECTRICAL WHOLESALING—January, 1959 








MIs SOMRIVALIES EVE CIIGE, 
CeSSTPIGAL SUPPLIES 














CONVENIENCE APITAL REQUIREL 
Missourl Valley index Use Missouw Valley Stock 
One call dose the job 

INVENTORY OsT 
2 Ve assume them 
QUALITY — 
t? lines = always Why should you 
© eubstituicns ALL BACKS 
orrect material — an cime 
SECURITY 
45 years in business DISSATISFACTION 
Experienced personne! Proper band ling satisfies 
iF I 
PROTECTION io oe 
Fair price and © lose in efficieacy 
redit policy LOST TME 
The ireplaceabie xem 
SERVICE 
Goer stocks MANPOWER REQUIRED 
We'll work for you ~ 


Qe san Checes 
Same day shipping 


Next dey invoices | TORRY 
Prompe credke Your problem becomes 
Ows 














THIRD LETTER explained 


costs and increase profits with les 


Brownlee illustrates ‘‘less’’ feature 








MISSOTRIVALLEY ELECTRIC Go. 


ELECGTRIGAL SUPPLIES 
7a 8 BS So: : el ES 


THE PROFIT HOPPER 


Ze &a 


Ss S 
PROFIT 


FOURTH LETTER str: 
, t initia ; KA tig 


‘ 


Profit Policy Pays Off 


EVEN MONTHS AGO, the cut-pricing situation was 

pushing Missouri Valley Electric Co. of Kansas 

City, Mo., out of business. Yet today, through a 
series of quick policy changes and a “Profit Hopper” 
program, the firm is beginning to realize legitimate profits 
igain 

The realization that such a remedy was necessary 
occurred last June when officers of the midwestern 
distributor reviewed mid-year reports 

“After studying the reports, it was apparent that if 
business continued on the same plane during the last 


six months of 1958 as it had during the first six months, 
we would have to close our doors,” Bob Brownlee, 


general manager, explains. “The situation was pretty 


sad. Sales volume was up 3% over 1957. But the 
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gross profit rate was dow! 


tinuing losing operation. Il 
ourselves out of business 
e Special Requests—Brow 
situation stemmed fron 
that for nea 
tations on 
lay-to-day customer 
quot ition and pric 
In add tion 
lelayved eacn 
letermining sa 

During this 
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ustomers 





‘Boosting Profit’ Policy (cont.) 





‘Volumitis Caused the Downhill Problem’ 














il orders, prices to start an 


Brownlee explained in a 
n the company. “We have become 
quotation and price clerks—an organ 


t losing the identity as a house pro 


ice, an Outstanding catalog, a realistic 

friendly and cooperative source of supply 
rm ustomer friends.’ 

e A Revised Approach—To reverse this trend and to 

{ firms former position, a four-point revision 


nd pricing practices was put into 


nature to any custome! 
xception of overstock lists 
outstanding quotations on 


vere set up immediately with 
means of implementing this 


Index i complete pricing 
firm—covering stock and other 
manufacturers’ current resale sheets on 
is designated as the established price 
tion and billing purposes 

illey Index prices were to be revised 
erating costs of the firm, and conform 
to current manufacturer suggested resales 

t the earliest possible date ? 
¢ “Profit Hopper”’—In addition to these firm policies 
Bro ( tarted a series of weekly letters to customers 
tI Olicies and including some business 


PRICE POLICY 


facts of life on the eventual ou f the market fo! 
ill concerned if transaction termined by price 
ilone. These he called his letters 
At the conclusion of ic] ( I manager in- 
luded a “Profit Hoppe! Hagr 1 il trating what had 
been written in the letter, and nphasizing how good 
business sense could mean more prot the custome! 
ind less price resistance 

Copies were sent to Missour! Valley 
‘We wanted to apprise Dutors of our plan 
Brownlee explains 

The plan, incidentally ol Missoul 
Valley last October at an ar 1a eeting of the Missour! 
River Club. A majority of thos ttending were highly 
mpressed and began thinking in terms of adopting 
similar policies 
e Benefits Seen—For eration, and 
is a direct outgrowth of th rofit npel 

instituted the Mi 

detailed list of dut 


system 
Brownlee 


Manual 
won 


Procedural 


classifica 


“We didn’t know wher ve wel 9 y unt ist June,” 
Brownlee says. “Then, we found was getting 
out of hand and that somethin to bring 
the situation back to realit 

Most of our customers \ rone along with our 
thinking. The others are the ones we don’t want. It’s a 
long way back uphill, but we are on the right track. One 


thing is certain: although w ow have less volume 


our profits have increased nd that just what we 


int to make our business 
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Hard galvanized finish for durability; polished satin lustre for lasting good looks, 


Even EMT can look good 
aif it’s CIRTUBE EMT 


ngs you look for in EMT are: one, is it 

made to give lasting 

y, rates tops on both 

n why EMT can’t look good as well! 

too. Reason for its pleasing 

pe plating process Circle uses 


(even tn 


n other methods) 


The zine bond is better, too—won’t chip or flake off. That’s because 
Circle employs elaborate cleaning processes to make sure that the steel 


] 
y 


is absolutely clean before plat 


WIRE & CABLE 

a subsidiary of 

CERRO DE PASCO 
CORPORATION 


SALES OFFICES & WAREHOUSES: In 


INS 


PLANTS: Maspeth and Hicksville, N. Y 
RUBBER COVERED WIRES & CABLES * VARNISHED CAMBR ABLES © PLAST 
NEOPRENE SHEATHE ABLES « IRTUBE” EMT 


x ates Bm fit! 





a, 
ys 
Proper stee/ plus! The best 


rolled steel ¢ & 


RTUBE EMT it at al be 


Easy fishing! A ba 
C > RTUBE 


oating give 


Automated qualit 


y control! 


Tight, easily handled bundles! 


Fast, friendly service! 


f well st keod nearby waret 





N. J. MacDonald—National Electrical Week Chairman 


EW asked N. J. MacDonald: "If you were 
a distributor, how would you promote 
NEW? The NEW committee head replied 
with wise advice, but first startled us by 


saying... 


di HEN THEY ASKED ME to be chairman of the 
National Electrical Week Committee,” Mac- 
Donald began, “I had visions of heading up 


something like ‘National Pickle Week,’ or ‘Bring Home 
a Horse Week’.” 

N. J. MacDonald, chairman of the National Electrical 
Week Committee and president of The Thomas & Betts 
Elizabeth, N. J., injected truth into his state 
idding, “about the only thing built into past 


Co Inc ° 
ment by 

NEW’s wa 
try to hug themselves and tell the world what they've 


in Opportunity for the entire electrical indus 


iccomplished by way of products 

That,” he em} hasized, “is where the trouble boiled 
We were doing a grand job of selling the week amongst 
ourselves making ourselves our own targets of our 
own public relations and perhaps using the Week as a 
time to run special sales. But,” he continued, “we weren't 
selling the value of our industry to the public. We should 
have said to them, ‘Look! this is what we’re doing,’ not 


please buy our products’.’ 


The World’s Greatest . 


With this basic thought in mind, the NEW committee 
went to work on a theme—a slogan that would have 
substance and appeal. That’s when they came up with 
something startling. After doing a bit of sleuthing in the 
realm of figures, they discovered that 5% of the nation’s 
total work force (60 million people) is employed in the 
electrical industry. “Add to this,” MacDonald pointed out 
the ten million or so others affected by our products 
and you get a staggering sum that has tremendous 
potential striking power on the nation’s economy. That’s 
what we are telling the public now that we are 


58 


A Made-To-Order Formula on 





How You Can 


virtually the world’s greatest job builders.” 


Wholesaler Springboard 

“ ‘Electricity Builds Jobs.’ Here's the theme that has 
appeal trom the national right on down to the com- 
munity level. And here’s where the electrical distributor 
can start his promotional attack. He can turn this slogan 
into a springboard for local level public relations.” 

The NEW head digressed for a while and recalled a 
survey that was aimed at the nation a few years ago. The 
results had been shaking. John Q. Public said that the 
electrical industry was a monopoly that should be placed 
under the controlling finger of the government. “But,” 
MacDonald pointed out, ~ Public’s idea of the elec- 
trical industry was—the public utility. All he knew of 
us was the monthly bill he got from them. He did not 
like the electrical industry.” 

[he various marketing programs of the industry had 
pressed forward in their effort to condition the public so 
that their attitude would change to one of warmth. Na- 
tional Electrical Week had burst on the scene and, 
according to MacDonald, made the consumer ready to 
listen, but it left him that way—ready to listen. NEW 
plus the marketing programs did not grab hold of 
him, and he could get nothing tangible from it. The 
Week had been unveiled and the electrical industry was 
displayed as something that people should stare at in 
open mouthed wonderment, something that had the rare 
iura of science fiction crackling about it. 

Ihe theme: “Electricity Builds Jobs,” is a theme every- 
one will understand, “especially these days when so much 
emphasis is being placed on unemployment.’ 


if | Were a Distributor 

We cannot grow unless we are liked. Nothing grows 
any faster than when the public likes you. If it doesn't, 
we will dry up and sink into a state of atrophy. That's 
vhy we must sell ourselves, via the job-building theme 
ind all the material the committee can supply to the 
ndustry. 

“Now we come to the big question: How can I suc- 
cessfully promote NEW? Here’s my answer. If I were a 
distributor, I would 


fHE ELECTRICAL LEAGUE 

1. “Seek Out and Sell the program to the electrical league 
in the community. Have them promote it in all branches 
of the industry. That’s the place to point out what 
the slogan means in building community good-will for the 
industry. Tack onto this the various marketing programs 
that have been conditioning the public, and we've really 
got something that'll light up the thoughts of the public 


THE SERVICE CLUB 
2. “Talk It Up at the local service club. Get speakers 
to do the job. If they don’t know what to talk about, the 
committee will send them material” (see chart on oppo- 
site page). “Three points should be emphasized at these 
meetings: 

e This strengthens your business 
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By Herb Cavanaugh 


Successfully Promote NEW 


e This puts money in your pocket 
e This builds jobs 


PrHE SUPPLIER 


3. “Ask The Supplier what he’s doing to support NEW. 
Ask him what his program is, and what material he can 
hand out for the purpose of giving to contractors and 
other customers (they have to be told how to handle the 
Week too). I would tell my supplier, ‘you're depending 
on us locally for your business, how about helping us 
locally in this promotion?” 


THE MAYOR OF THE TOWN 


4. “Get Things Moving by asking the mayor of the town 
to declare February 9-14, National Electrical Week.” A 
proclamation by the mayor is a sure-fire news make! 
Here’s the best way to go about it: 

e Submit text of mayor’s statement in advance for 
approval 

e Arrange for press releases and photographs 

rhe proclamation should contain pertinent information 
about NEW and appropriate remarks about the local 
electrical industry. 


PHE LOCAL SCHOOLS 


5. “Tie It In to the birthday celebration of Thomas Edison 
(Feb. 11th) and pass out this information to the local 
schools. Suggest to a big manufacturer in the area, or to 
the local utility, that they invite science students to visit 
their plant or power station 


THE DEALERS 


6. “Tell the Story to local dealers and show them how to 
capitalize on the Week by running special sales, predi 
cated on the fact that electricity not only builds jobs, it 
eliminates drudgery and makes people more productive 
It expands the capacity of man to produce and accom 
plishes our ultimate goal, to raise the standard of living 


THE WHOLESALER ORGANIZATION 


7. “Build an NEW Sales Corps from the wholesale: 
organization. How many people in the firm read the 
magazines that tell them what NEW is? Does everyone- 
from top to bottom—know and understand what NEW 
is? Do they realize that they’re not just countermen, 
truck drivers, salesmen? they’re holding these posi 
tions in the electrical industry, an industry that, as it 
keeps on growing, will make for more and better jobs 

“Instruct your employees along these lines. Then when 
they are asked ‘What is NEW,’ they'll know. Tell them 
to go out and let their families know.” This will create a 
chain reaction that will explode in every kaffee-klatsch 
bridge party and school in the community 

“Send out your mail with ‘Electricity Builds Jobs 
stickers; supply employees with buttons, banners and 
bumper stickers that bear this slogan, and while you're 
promoting, keep this idea clearly before you: you are part 
of an industry that is the greatest job-builder the world 
has ever known. You'll do a much better job in making 
NEW a success.” 
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What's NEW? 
NEW, or National Electrical Week will be un 


leashed for the fourth consecutive year on Feb 
8-14th. It is in commemoration of Thomas Edison’s 
birthday, and serves as an umbrella activity for all 
branches of the electrical industry. It is the stage 
upon which each group and company within the 
industry can produce its own programs and direct 
its own efforts towards its own special audience or 
to the entire nation. It is also a vehicle for all the 
other marketing programs in the indust This year’s 
theme: “Electricity Builds Jobs 


What's Available? 


Here’s a partial list of promotional aids you can 
get from NEMA in order to help you make the 
Week more successful in your community 

e Planning Guide. A list of suggested plans and 
projects 

e Three 20-minute speeches. Covers theme of 
the Week, adequate wiring and electrical safety 

e Emblems button nd reproduction 
proofs 

e Booklets, an “Electricity in your Home” pam 
phlet, a demonstration panel, an general display 
material 

For additional information and costs on the above 
materials, see your league or utility. Or write 
National Electrical Week Committe: 90 Madison 
Ave., New York 17, N.Y 


Who’s Employed? 


Employment 
(thousands) 
1939 1957 
Electrical Manutacturing 
Industry (NEMA Definition 401.0 
Utilities } 4105.0 
Electrical Contractors 190.0 
Electrical Wholesalers 164.0 
Electrical Retailers 158.0 
Service and Repair Shops 7.0 40.0 
Communications 374.0 836.0 
32 194.0 


What's Ahead? 


Keeping in step with NEW’s them 

Builds Jobs.” ELECTRICAL WHOLESALING presents on 
the next five pages one « listributor sales 
programs we have yet 0 1. It ilized 
sales program on electric the biggest 
potential job-builder the ti ndustry has yet 
developed. For reading—a ipplication e recom 
mend The I urbay Elects i] ipy vach te 
marketing electric heat 





SALES SPECIALIST | 


n elect he 


tric unit ventilator. Knowing products like this one i 


to t Canton, Ohio, firn electric heat program 


Product Education, Power Company Cooperation, 


Promotional Push, Personal Selling 


The Four P's of a Profitable 


Electric Heat Program 


by John Martin 


IVE years ago, Furbay Electric Supply Co., Canton, 
Ohio, went into electric heat selling on an experimen 
tal basis. After a slow start, sales jumped in 1956 and 
1957, exceeding $100,000 in the latter year 

Success of the program rested on an aggressive, four 
pronged approach. There was product education; there 
was close cooperation with local power companies; there 
was plenty of promotion; and there was sure, steady 
personal selling. These vital factors are explained on 
the following pages 

[he philosophy behind the program was something 

else. “We have always wanted to be identified in the 
customers’ eyes as an electrical products center,” says 
Phil Furbay, the company sales manager. “Without 


electric heat. we would fall short of that goal 


60 


When we began the program,” says Furbay, “we had 
no illusions. We knew there would be a heavy original 
outlay and that there would be no guarantee our orig- 
inal investment would pay off 

“So,” he continues, “we proceeded from the basis 
that we would lose a little money to start with—and we 
did. Soon though, we had moved up to the point where 
we were breaking even. Now, in the last two years, we 
have ‘arrived’—we're making money, and our electric 
heat program can stand on its own merits.” 

rhe program is strikingly comprehensive. Last year it 
involved 26 contractor promotions, 6 other general pro- 
motions, participation in county fairs, and the efforts of 
Furbay’s electric heat specialist, inside and outside 


salesmen, and their 40 dealer-contractors 
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1. Product Education Is Vital First Step; 


Dealers Must Know What They're Selling 
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MAN AND MF ORT ¢ 
a. History of Heating AK 
1. Man's need for hea 
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Man's metabolism M 
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Heat losses 
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ONE SURE WAY to make sure your dealer-customer Mar ( Phil Furbay 
know what they're selling, Furbay officers feel, is t vel f the electric 
teach them eat stor vd the meetings 
To do just that, the company last year ran pecia That vt uraging 
four-meeting electric heat indoctrination program (sec We | were well 
outlines above) for contractors and utility personnel, de orth while ang the interest 
veloped and presented by Hofstetler yur d eetings. The 
At its conclusion, Furbay passed out diplomas to thos« rt \ C loing for u 
who attended all of the meetings, a total of 38 sith th Know! 
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The Four P’s (Cont.) 





3. Promotional Push Can Accelerate Program; 
Establishes Broad Selling Front 








Want to add a room?... Convert 
waste space fo living or work 
area?... Add extra heat ?...Or 
change over your entire home 
heating to CLEAN, SAFE 
ELECTRIC HEAT? 
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ask for an 


ELECTRIC 
HEATING 
ENGINEER 



















Learn how you can install the 


most modern heating system 








Pignolti Electric 


Malvern, Ghio, 3410 


a 


OTHER AREA 
WESIX DEALERS 


BE RIGHT THE FIRST TIME! 


GET THE BEST 


EASY INSTALLATION 
LOW COST 
AUTOMATIC 
EFFICIENT 


f 1 are looking for electric heating facts, 


and this coupon today to 


FURBAY ELECTRIC 


115 SCHROYER SW CANTON 
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PLUGGING contractor, distributor and manufacturer, ads like 


thi ne have proved effective promotional tool for Furbay’'s 
lectric heat progra Vuring 57, 2¢ uch advertisement 
were run. with what sa manager Phil Furbay called ‘‘very 
ne 7 ge result 
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DIRECT MAIL works, Furbay officials believe, if the mai 
says the right things. Heat Sheet (Top) and Blue Chi 
promotion are intended to both inform and promote 


PROMOTION has a vital place in the Furbay electric 
heat picture. Three examples are the contractor ad 
(left) and the Heat Sheet newsletter and Blue Chip pro- 
motion (above). 

[he contractor advertisements were run 26 times (o1 
every other week) during 1957. Each time one ran, a 
new contractor was featured. His name, following his top 
billing appearance, was added to the list of Furbay 
dealers handling electric heat 

The Heat Sheet is just what the name implies. Mailed 
out monthly, it apprises dealer customers of all electric 
heating developments that take place locally, and na- 
tional ones which affect the Furbay picture. It tells of 
“interesting applications of heat,” meetings 
“school” progress, displays and conventions 

The Blue Chip promotion is described as “‘an incentive 
and recognition plan for any electric heat dealer who 
qualifies for Blue Chip points by selling electric heat in 
homes which meet all the requirements. As a dealer 
accumulates points, he receives the Blue Chip, the Silver 
Chip and the Gold Chip awards when he earns 5, 10, 
and 20 points respectively.” 

Rewards are substantial with Gold Chip winners re 
ceiving top financial recognition—a “shoot the works” 
party and gifts to wives “worth approximately $100 


each.” 


electric 
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4. Personal Selling Finishes the Job That 
Other Program Points Get Underway 



























































ELECTR HOME HEATING DOl¥ \ 
NAME 
FURBAY ELECTRIC 
ADDRESS a _— , 
cjry DATE wALI sw + . 
CHILLING “at 
DEALER FLOOR yf 
oOCTSiye 0 INSIDE v I GREER DAY 
[T. ROOM USE AZ, Bees ’ - [ ] 
2 LINEAL FEET EXPOSED } | 
3. HEIGHT OF CEILING \ 
4. DIMENSIONS | | | 
5. CUBIC VOLUME a So ee + 7 4 } 
MFDILUM t * AREA ®&TU/HR. AREA (BTU HR. AREA TI 3 BT! HR i AREA eT! WR ARPA BT! WR AREA BT! Wh | anP A 
6& GROSS PALI | 
7 WINDOeS | 
} | 
9 DOORS | | 
). NET WALL | 
; | | | 
2 CEILINGS | | } 
FLOORS } 
| | 
16 CENOOW EUTRATION oat ase 4 +. 4 } 
i DOOR INFILTRATION | 
} j 
ee —$_——_—__-____4—__.-- + + + 
ROOMY HEAT LOSS | 
HEAT INPUT | 
| HEATER MODELS j } 
f } } 
| ACCESSORIES | | 
|_ CONTROLS CIRCUTT NO. | = | - | 
} 
TIMATE FOR TEMP DIFFERENCE 
ADORESS TYPE CONSTRUCTION 
a 8 
Ceole 28 be Architect he ee DEGREE DAY 
ME OF AREA 
a R S wa 
E Nn 
a - E F a 
ROOM L [__scate «2 [sci ] J ; 
ANI ® wa ry wa a MEA EC OmMME 
| “ | a i AREa | lew | 
od ° 
' 
} f 
A ———— a 
COMPREHENSIVE electric home heating forms (front vith the compan tric 
and back are shown above) are product of similar forms vith the torm and are able I ‘ 
put out by manufacturers and, fresh Furbay ideas. sary to getting it compl filled on 
“The form, of course, is essential,” says Phil Furbay [hey are often leak 
‘and the more neat and complete it is, the better it is entering the field are untan dure i 
We've tried to incorporate both those qualities in the volved. “A few are doing th s | 
form.” bay, ind our own work t whe 
All Furbay personnel who are in any way connected quite a few mor rn he 
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The Four P's (cont.) 
Accent Is on Action at Furbay Electric 


I AC LIONS really speak louder than words there — SEPT’ 
| _than word, _— ee] 







should be a lot of Commotion at uy these days yet 
and there is. Drumming up business on every possible ELECTRIC 
electric heat trontier, Furba' five outside and two inside HEATING 
salesmen upported ind ometimes spt irheaded by 


electric heat specialist John Hotstetler—are making 
“WUSPICIOUS prog 
On the sul front, the I Diu O! ‘ d shows thes 
recent electric heating achi ements 
@® In Cleveland, the Eastown Hotel 
@ In Chagrin Falls, the municipa 
@ In Minerva, Peters Medical Clinic 
@ In Cleveland, an apartment house projec 


Orary 


@ In Alliance, sidewalk snow-melting heat 





In addition tvs Hostetler the Furbay heat team 
has made sale n Olving nstallations in lodges, rolle: 
Skating rinks nd in mat sidewalks running in front 
ot banks 
The industrial picture vhile less diversified, has also ee : 
been good Included among the list of large manufacturers GROUND LEVEL selling literally what John Hofstetler 
Furbay ha cored elects heat successes with are Re ippears t e doing here with dealer ntractor LeRoy Knight 
public Steel, Ford Motors and Hercules Motors he spel ut the advantage f one of the unit 
Residential heating ibly the biggest seller of the 
three. And, in the way of a fourth category—if special 
applications can bk tiled that-—there the example 
shown on thi page | photo) 
@ Customer Counts One thing we try always to kee] 
in mind,” says Phil Furba the type of customer we 
serve. Ohio ts largely an agrarian stat no pun intended 
when we say Ve vet out nto the field ind it’s helped 
our cause to enter county fairs (eight is a matter ol 
fact, in just one year) And when youre out there 
pasl the ra Line ind have to compete only with oil 
youre going to do pi ttv well 
Furbay feels that the construction dip has in no wa 
bothered his heat business, this tor two reasons One 
he says that a lot of companies are modernizing and 
electric heat helps them to that end nd the other is 
that much of the work w io involves conversion trom 


other heat ystems 
@ Side Talents It i lot ¢ er to sell to the man 





looking for i change iys Hot tetlel than to new 

homes and homeown And the electric heat specialist SOCIAL SIDE important tft ICC f Furbay program 
has side talent two ( ol irchitectural stud 1ere t dinner prior to meeting ntract plainly enjoy 
which help him help h ntract tome! with mst Heating spe t Motstet Is at rear 
house plan and explain how heat lect heat—can 


figure in them 








An interesting sid flect of Furbays entering the 
scene Was il soon-to-follow entry into the blown insula 
tion busine Io push our residential heat sales,” says 
I urbay Ww ictuall had no ¢ hoice I he res no po nt OT a | a. 
in putting in electrical heat without insulation. If you oe } 
did, the cost would ¢ ACE 
As soon a ve WC vell enough established, though 
we sold the busu to a dealer and now just broker tt 
for him. All w to hin \ the actual insulation 


material 


@ Help Dealers—-O! Fu s 40 dealer-contractors 


the sales manaver think i2 Or i do SO of the work 
for us. It's still field.” h ivs, “that many contractors 
have reservations about. With the figuring involved, it’s 
not the lead-pip« nch sort of selling. so we try to help 


them whenever and wherever 
Hofstetler echoes this thought. “I'm on call,” he says 
flatly And when I’m called, I have to be ready to go 
out and make sales talk ith contractors. That includes SPECIAL APPLICATION involved heater (at top right and 
time. But—it's the ft in picture n area which had been previously impracti 

heat. Furbay salesman Larry Farnharn at right 


= 





ee ee 


1, t r 


weekends and just about any othe 


only way to mak tt thing go t 


64 ELECTRICAL WHOLESALING—Januvary, 1959 






















a MAINTENANCE MEN 


| DEPEND ON 


RPOVAL 
PORTAGLE CORD 


Where durability and dependability count, you'll 


tind Royal Cord and Cable on the job. Royal com 





bines quality products with quality packaging that 
( ( ork with 
Its the big-d nd brand the industry, today 

















Check your cord and | tock ith your 

4 iwearby Royal repr ntat Mah ire oure 

er Fn rryving enough R Rubber, Neoprene, and 

ic-Jacketed Cord R | Machine Tool 

Roval Ther tat Cabl Royal | amp 

and Fixture Wir ind Ro Powr-Kord” 
Hea Duty Exter 


SCE revse 





on associate of Hc Sc 


ROYAL ELECTRIC CORPORATION 
H ate of Int ' T Te Corporat 


PAWTUCKET * RHODE ISLAND 





t 


‘S ac’ o *) c 
Ny 4 > f <2 
7 b~ Lo 
EXTENSIONS Cars N ‘ ‘ Wit nO wirRin 
DEVICE 




















A vet speaks out 
— on selling 





Starting his 8,320th selling 
day, Frank Herbert springs 
down the steps of the F. 
D. Lawrence Electric Co. 
in Cincinnati. Herbert be- 


lieves... 


‘Old Fashioned Sell 


of selling, 
willing, 
talk about 


Frank Cl rl : “ady, 
and ext rie ible t 
chosen field 
Mr. Veteran of the I D 
Electric Co. in Cincinnati, Her- 
ked up nearly 130 accounts 
Most of them—they 
| in Cincinnats 


Law 


PONCE 


ind the nearby southeast corner of 
Indiana 

bulk of 
this makes timing vital. As 
Herbert puts it There a right time 
the tough thing 


e liming Counts— [he very 


numbel 


) call on everyone 
is finding it 
Phe Herbert appr 
flexible 


tomers every 


timing 1s 
one. He calls many cus 


week; man ers, every 


two weeks. A few. he calls on perhaps 
once a month 
It is with the 


that Herbert specially 


monthly custo 


Once? 


mers flexible 





- 


FE As Se 


aoe 


customers he says, “have 
There are long lulls and 
then there are busy periods and these 
you have to anticipate. Naturally, they 


don't 


I hese 


active peaks 


come at the same time every 
month.’ 
e Build 


are two 


“Now 
there 


there 
when 


Acceptance 
ways to be 
One, 


the peak periods hit is to guess 


ind this is hardly practical. The 
other is to build an acceptance in yout 
customer's that when he 


thinks of electrical supplies he thinks 


mind so 
of you. This grows out ol confidence 
and his in you 
“But the 
he continues Is your 
dependability 
else If 
youre set.” 
Distilled 
than 32 years of 


VOouTS 


really important thing,” 
readiness to 
That is 


you 


serve your 


basic to everything have 


that in his eves, 
e Follows Credo from his 
selling 1s a 


which 


more 


belief in the \ ilu ot a credo 
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ing Still Pays 


Sales 


he follows. First 
VUanagement, it 


published in 
reads 

“The customer is not dependent on 
you—you are dependent on him. The 
customer is not an interruption of your 
work, he is the purpose of it. You are 
not doing him a favor by serving him 
—he is doing you a favor by giving 
you the opportunity to do so. The cus- 
tomer is not a rank outsider to your 
business—he is the vital part of it. The 
customer is not a cold statistic. He’s 
a flesh and blood -Euman being with 
feelings like your own. The customer 
is not someone to argue with or match 
wits against. Nobody ever won an 
argument with a customer. . .” 

“IT would say Herbert, “that 
this pretty well sums up my feelings 


bear in 


SaVs 
It's something have to 
mind all the time 


that’s not always easy. of 


you 
Over! long span 
course, but 


it is worth the trouble 


1959 





1. Know your product 


Product knowledge rates high on the Herbert score 
card of selling essentials. A member of the “What you 
don't know, you can’t sell” school, the Cincinnati sales 
man uses every available opportunity to increase his 
ilready-extensive electrical knowledge 

Herbert gathers much of his knowledge on the home 
front (right) where he inquisitively seeks out answers 
to specific problems. He also “matriculates” at factory 
schools; and he is a dedicated reader of new literature 

But because no one salesman can hope to know every 
thing about all things electrical, Herbert urges a word of 
caution. “Concentrate,” he says, “on the products most 
important to the customers you sell. If your knowledge 
Is going to be especially profound on certain goods, mak¢ 
Sure that they are the ones your customers need and need 
a lot of. 

“It’s not going to help you very much,” he continues 
it you learn a lot about things you don’t often sell. And 
by the time you need it—maybe you've forgotten.” 


2. Explain your product 


“In selling,” Herbert says, “the spoken word can be 
é I 


more powerful than the written 

Knowing the product, he feels, can be just so much 
wasted effort, unless the salesman has also acquired the 
ability to impart that Knowledge to the customer 

“Technical terms,” he contends, “can be extremely con 
fusing. It’s important to say what you have to say in words 
that everyone can understand, which explain the product 
in a light that does not make it appear mysterious and 
forbidding 

“It’s only natural,” he continues, “for the customer 
to want to know what goes into any product he buys and 
also, how he can use it once he’s bought it. And if you 
can’t give him those answers in clear, and easy-to-unde! 
stand words, why should he buy from you?” 

Herbert also feels that while literature has a very 
definite and important place, that it's not a substitut 
for the personal explanation 


3. Sell your product 


When it comes to sell—*Well, that’s the showdown, 
says Herbert. “So much has been said about it, that it’s 
almost impossible to say anything new. It seems as though 
everyone has to find his own answers.” 

Herbert’s answers, while basically they are those ot 
any established veteran salesman, have their own twist 
“There are no hard and fast rules,” he says, “except the 
rules of conscience and hard work. Your hope lies in 
being able to adjust to new situations.” 

The recession is a case in point. Adjusting meant 
seeking customers who would not be affected by it.” To 
do this, Herbert looked for and found new develop 
ments along the Ohio River in Cincinnati, and then sold 
hard and often 

In finding new applications, Herbert recently came up 
with an interesting one: selling electrical supplies for the 
so-called “digger” boats, which are beginning to electrify 


their cranes 
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Pinpoints the Information You Need on 





Batteries 


By 4. F. McPartland familiar dry cell is a fe ‘ 


battery which is used ext 
and W. J. Novak signal and communications s 
The principal types of wet prir | t { to cl 


N ELECTRIC battery is a device batteries in use tod; toget 





used to produce electrical energy their electrodes and electrol 
from chemical energy. as follows: Daniell’s ce Copp I 

Essentially, all batteries consist of | copper sulphate); gravity cell (copp 
two dissimilar electrodes immersed in zinc, copper sulphate); Fuller « 
a conducting solution called an elec (carbon, zinc, potassium b 
trolyte. Chemical action between the plus sulphuric acid); Lal hick 
electrodes and the electrolyte causes (copper Zinc, Caustic 1 
current to flow from one electrode to clanche cell (carbon, zinc, s ! Ikalin 
the other through the electrolyte when niac). A glass jar is charact ul 
the electrodes are connected to an ex- the wet primary Dattc 
ternal load such as a lamp bulb. This Ihe dry cell employs a ¢ 
basic arrangement is called a cell; a as a positive electrock ( 
battery may consist of one or more’ Zinc container as tl | 
cells trode, and a solution otf i < 
e Rating—Batteries are rated in am nd ic Chloride 
pere hours. A battery rated at 120 am vithin the cont 
pere-hours will furnish roughly 10 am The cell is descr 
peres for 12 hours, 5 amperes for 24 cause the space between th 
hours, 20 amperes for 6 hours, etc., is not filled with a liquid but cont \ tt 
before it is exhausted. (Actually these in absorbent lining whict of u 
combinations are not strictly attained with the electrolyt The t 
in practice; they vary according to the cell is sealed; thus it 
amount of current drawn. Constant when it b mes ¢ 


use at heavy currents results’ in 


shorter-than-rated life, while relatively, Secondary Batteries 


small current drain lengthens the rated 


life ) ec nad { 
e Classification—Batteries are classi RROW S St 
fied as either primary or secondar simi ‘ 
The primary battery contains an elec tteries cl 
trode which is consumed as the battery terials used 
is discharged; thus this type of batte restored U 
is either discarded eventually or th 1 sto . t a 
electrode and the electrolyte are e the lead 
placed to restore the battery to operat KCI 
ing condition. The electrodes and elec lin } 
trolyte of a secondary battery ils Phe lea 
change chemically as the battery alt 
discharged: however the battery ma Node I 
be restored to its original conditior te solution pI 
without replacing the elements by l ld one | 
sending de current through it in th trodes (cathode 
opposite direction. The process MH 
stores the potential and is known de the batt 
charging” the battery ctrod 
: eal - 


Primary Batteries : rhe 


Primary batteries in use toda | tu 
either of the “wet” or “dry” variet d 
these terms referring to the rel 
condition of the electrolyte. Primary elect 
batteries are used as voltage standard du orn Of \W\V 
for laboratory use, railroad signal cit rradually | ! 
cuits, fire and burglar alarms, tele normal evaporation, | 
phone and telegraph systems, and in vater must be added 
tercom and annunciator systems. TI time to maintain tl Next Month: Battery Chargers 
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THOMAS INDUSTRIES INC. 
Executive Office: 410 S. Third St., Louisville 2, Ky. 


Residential and Decorative 
Commercial Lighting Fixtures 


BENJAMIN ELECTRIC MFG. CO. 
Des Plaines, Illinois 

Industrial and Commercial 

Lighting Fixtures 
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INDUSTRIES 


RESULT...NATIONAL LIGHTING LEADERSHIP 


The addition of a strong new unit—Benjamin Electric Mfg. Co. 


emphasizes the sound, rapid growth of Thomas Industries Inc. 


The Moe Light and Star Light divisions of Thomas Industries hold positions as 
leaders in the fields of residential and decorative commercial fixtures; while 
Benjamin enjoys prominent stature in the fields of industrial and commercial 
lighting. Unquestionably, the combination of these three nationally advertised 


ty? 


names brings Thomas new importance in all phases of the lighting fixture industry. 


Never before has one organization offered so much to the efficient and attractive 
lighting of America’s homes, stores, offices and factories! 


Consistent with its new position in the industry, Thomas Industries Inc. pledges 
itself to continued concentration on product development, quality manufacture, 


aggressive advertising and progressive sales policies. 
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WIRE YOURSELF 


FOR QOUND 
BUSINESS... 











with Roebling Electrical Wire and Cable 


Portable Power 


Naturally, you look at all the angles before you 
invest your time, energy and resources in a new 
line. For taking on a new distributorship is a big 
step. We've tried to put down, in a nutshell, just 
why we think you and your customers will profit if 
you take the biggest and best step by distributing 
Roebling Electrical Wire and Cable. Here’s what 
ve come up with 


Ihe Roebling line of electrical wire and cable is 


complete Cust mers requireme nts of every type 
can be met with this one quality brand. 

Hardly a month goes by without a major new 
product development or improvement from 
Roebling’s modern, “tomorrow-thinking” devel 


laborat c frome} Anow Roebli 


Roebling quality has been a “buy-word lor 
renerations. Every Roebling product is designed 
for better than average life expectancy (and that 

economy). Customers put faith in proved 


} ’ 
1 name they can trust 


4. Roebling Technical Service is as famous as 


Roebling quality. You or your customers are 
never stranded when you're in trouble. Custom- Building Wires and 
Cables 


ers know and rely on Roebling service 


Cables 


5. Roebling advertising, addressed to wire and eee ne 
cable users in every field, presells your custom- 
ers On Roebling’s quality, service | Cables 


new product developments Custor ean Power Coble 


toward the brand the 


ubber insu 


he en proved depend 

[here are more re 
profits when Roebling 
it a point to find out 
when you distribute | 
phone collect for the 

on John \ Ro bling 
2 N¢ \ Jer cy 


ROEBUNG & 


nd 
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OFFERS DISTRIBUTORS MORE 


than just quality products. _ Look what these wholesalers 


say about Blackburn... 


"Blackburn constantly expands their line "Blackburn doesn't compete against 
to meet every customer need." their distributors." 


{tena that you SBESM | ches m= 
t we receive = e oint. 

poe at to make © case 10 P 

ne 


gention that 
Leo like to 
1 would & ne have mee ag 
rapid crenc' 


— om 


to your 34 


fact trat plac 
nect every ue! i 
Youre truly. 
aa — IC SUPFLY C+» 


= ee ee oe 





”" EC. WEDELL, President, Wedel! Electric 
Supply Co., Inc., Great Bend, Kansas 


— oe one = oe a 


' 
, 


— = = oan 


"Everybody talks about service — but 'I like Blackburn's packaging... 
Blackburn does something about it!" It's easy to stock...Easy to identify." 


for the fevure ot 98 
we find thet om es oetturn pro? er cepiete 1-m ¢ 
Lee pe es 
be ramets? Sas Bieckbure nee 
nee 
wnie? as nore ot Ten 








L. E. (RED) SALMON, President, Tennes 
see Valley Electric Supply Company MR. JAMES w. G¢ Nv 
Memphis—Nashville—Little Rock Electric Company, inc 


1 8 


prec INGS 


JASPER BLACKBURN CORP, 1525 Woodson Rd., St. Louis 14, Mo., WYdown 3-9430 a 





—*S ~ 
ak ‘ * . ~~ 


Skin-diving demonstration shows what we mean when 
we say Sealtite flexible conduit is liquid-tight 


tions that would quickly ki 
FOR YOUR CUSTOMERS 
isk you for the genuine 
motor was iltite VJ Sealtite” printed every for n the ver. Stock both types of 
electric lines to the powel Sealtite—U.A. and E.F. Itite Hexible nduit is available in 
1 dramatically showec black or grav—in standard carton ( onreturnable reel: 
der unusual conditions it no extra cost 
The tougher th ealtite cle ned for are less dramati Free Booklet S-539 gives full informat mn Sealtite. Write 
Standi nm under he lee ce. through the season Che American Brass (¢ ompany merican Metal Hose Divisio 
harder. S hrug Ht oul rea ( osive fumes, chem Waterbury 20, Connecticut. I unada: Anaconda America 
lustries. Sealtite Brass Limited. New Toront ] 


under condi Canadian Standards Associatior 


CUTAWAY SECTION 2 rc ? 
Insist on rt J ” "7 ° 

the conduit marked ™ 
Tres Y 


FLEXIBLE, LIQUID-TIGHT CONDUIT 
COPPER BONDING CONDUCTOR 


LISTED UNDER LABEL SERVICE PROGRAM . 
OF UNDERWRITERS’ LABORATORIES, INC. an A N AC Oo N D A product 








THE 









DUAL-GRIP 
ENTRANCE HEADS* 





LOOK FOR THE PATENT NUMBER— 
YOUR PROTECTION AGAINST COPIES 
*U. S. PAT. NO. 2,739,999 


*Dual-Grips"’ save your customers time and money. 


When “‘Dual-Grips"’ are used on EMT, 
your customers know they're “‘on to stay”’ 
—with no special fittings. 
With rigid conduit, the electrician just slips 
the head on and tightens the screws. 
No valuable time wasted cutting threads. 


Lightweight aluminum alloy—moistureproof—rust 
proof. Eight sizes: !/."" thru 3". 


NEW COMBINATION ENTRANCE HEADS 


... head and reducer in one compact, \{ 





easily installed unit! No mast threading s \ 
For 2” or 22" rigid conduit or pipe W/ 
f, 
if 
U4, 
MR. WHOLESALER 
\ J 
~ > ‘ 
UL Se 


J.A. WEAVER 


( LPO QAI 
y i vA 
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A real shine! Visible proof that the inside surface 
of Rome’s EMT is slippery smooth. 


“Tape’s eye view” shows why 
Rome’s EMT is easiest to fish 


That shine you see is the reason MMI 

fish tape won't “hang up” when ‘ 1 boul e , - , ) 
orrosion istance niformly 

you use Rome's EMT. Strong weld [1 another t { ! we — se 


electrogalvanized exterior finish pro 
‘ 
Phe 
’ 
nad 


=f ’ tects your installation against corrosion 
EMI mple was s bl | | 
ndable service life 1s assured. 


Hatt : ‘ fishing. easy-bending Rome 

; = ; eee a . EMT on yo next job. Contact your 
ne sale voll - nearest Fom ) presentative for 
more information—or write to Depart 
ment 105. Rome ible ¢ poration, 
Torrance, Californ 


ba 


ROME CABLE 


c Oo R FP GC RR A TFT O N 


Easy bendin 
EMT interf 


\ 
t ; ) 
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| / Goncrete tight! 
NOW. a. « all fi] oi | , és Jvery Sjie 


onsen and 





“Why settle for ordinary fittings when ETP gives you al this: 


New tough protection! Sparkling Zine Chromete everpeting One piece solid tubular steel—cannot open or spread. 
to retard corrosion. Same as tested and approved by the Sized for uniformity. 
U.S. Government for use in aircraft, rockets and missiles. 


Salt spray tested. Available in ¥2", 34”, 1”, 1%” (one screw type) and 142” 


and 2” (two screw sizes, 
Exclusive pre-set, deep-slotted STAKED screws. No backing aa 
out for conduit. 


x Sat A Concrete tight with heaviest gauge wal! thickness! Far 
Precision bevelled edges with extra heavy duty locknut, — surpasses U.L. requirements. U.L. file card £24788. 


CONNECT WITH Gp FOR ECONOMY 


Samples and brochure on request 


ELECTRIC TUBE PROG UCTS 74-16 Grand Avenue, Maspeth (N.Y.C.), N.Y. DEfender 5-8000 
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Cl eee RY et a 2 


30,000,000 


- Will see it on TY! 


...and it pays up to 21.7% extra profit! 





IN 34 YEARS! 


The New Shape Westinghouse Eye Savin 

n history! Exciting, hard-selling network 
house”...2-page spreads and full-page ads in c 
Evening Post, Time, Ladies’ Home Journal! And there's eve 

than the unprecedented promotion it’s getting. New Shape Eye Sav 
Cc 


 DtocK Up 


to 21.7% more profit than old-fashioned bulbs! 


Westinghouse lamp agent or write—Westinghouse Lamp Div 


estinghouse 


you CAN BE SURE...1& (Ts 


Watch “Westinghouse Lucille Ball-Desi Arnaz Show 








R& M-HUNTER DEVELOPS 


Electric 
Heat 
News 


| 


R&M-HUNTER 
FORCED AIR 
BASEBOARD 


combines best features 





of baseboard heating 


and forced air heating 





Phi 1 new R& nter FORCED AIR BASE 

BOARD is adetinil salable advantages ovet ther heat 

ing syster oard 
easier to inst 

Healthful heat circulatio 

I heat ck” at ceiling. Prov 


Complete safety — Discharge 
Switch ! I It heat automat 


moved for « 


Independent zone control——Individual thi 


| ] ] 


wide amount of heat desired for each room 


it Lloor level for fast response 


Quiet operation Spi design 
ith low peed R&M motor operates 


Engineered for compactness — | hi: 
Forced Air Baseboard heater is all the mo 
when you consider its dimensions: 33’ 


ind On 
| 


HUNTER DIVISION-ROBBIN: 


HUNTER 
ELECTRIC HEAT 


, 
" Ma leh load 





» Capacities WI, LOVU and ZUU0U watt 


ENTIRELY NEW TYPE 
ELECTRIC BASEBOARD 





Simplified line reduces inventory needs There are 


. with or with- 
thermostats—a total of 6 models. One thermostat 
or more 





evel air and de- 
Ve! coll heating 


yuted evenly with 
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for that EXTRA PROFIT — along with the wire, conduit and switches, ask, 


“how about the BURNDY CONNECTORS?” 


With competition and high costs squeezing profit 


margins, you naturally count more on your high HYLUGS 


profit, fast moving lines in selling. of 7 
in Flip-Top Boxes... 


You'll get more from your Burndy con 
nectors and installation tools because easy to use, profitable to se/ 


they're... Distributors and users like Burndy 


HYLUG compression terminals even 
more now that they’re packed in 


@ priced to give you a better break...compare 
markups with your other items 

handy Flip-Top boxes. Self-service 

@ a natural add-on to almost every order, for * dispenser, other sales helps avail 


more profit with less effort "  able...you can build steady, profit 


able business selling Flip-Top box 


® known as leaders in the field and bring you 
HYLUGS 


more high profit repeat business 


To make evena mall ale ho an extra profit el 





Norwalk, Connect In Europe: Antwerp, Belgiu I t 4 
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New KILLARK Cast Aluminum 


go all the way 


Every single feature in the new Killark 
Junction Boxes right down to the 
corrosion protected screws— has been 
designed to assure 100%, satisfaction and 
reliability on the job. 

You'll like the good looks,but that’s 
just a part of the quality that goes clear 
through every Killark box. Solid cast 
aluminum, not just a temporary coating, 
means permanent resistance to any 
atmosphere that would rust or corrode 
ordinary cast-iron fittings. Light weight . 
with ruggedness is another feature that 
the installing contractor particularly 








appreciates. 
Extra-thick body walls mean extra 
flexibility of application . . . hubs can be 


placed wherever they’re needed. Shown 
below are other features that tell... 






ASTYLE 1 
WITH FLAT COVER 


The Inside Story of Killark Quality | 


Available in Weatherproof, Explosion-proof and Dust-tight ... whatever the job, there’s a Killark box to fit it. 


Hinged Cover—with Swing-Out Clamp... Your 

choice — bolted or hin; cover. Also available with 

A sTYu “Swing Away” cover clamp on weatherproof models. 
> Y 

WITH EXTERNAL 

RIB DESIGN 

ON BOX AND 


RAISED COVER 


a to handle) 


Light ... Strong... Non-Corrosive ... All the 
virtues of aluminum: easy to handle, rugged, rust 
and corrosion resistant. 





SOPOOEAOOESSESPOEOOOOERE OEE OHSAS OOSOOOEEHSOOOESEEOHO OOO OEOOSOOEOHEEEOOSESS 
Plenty of Wiring Space . . . No overhanging ledges 
to reach under, to scrape wire or hands. Designed 
with the contractor in mind. 


Custom Drilled Hubs 









ASTYLE 


WITH RAISED COVER 





Hubs Can be Drilled and Tapped ANYPLACE! 
Ample wall thickness throughout, not just “bossed 
at special locations. Name your own spots (see hub 
chart on next page). 


SSSHSSSHSSSSSSHSSSSSHSSSSSSSHOSHSSSESECSSESSESESSSEEESES 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 








lle ceerneeeiemiean 














JUNCTION BOXES 
for Performance Dependability 





YOU CAN ORDER RIGHT FROM THIS PAGE! 


Catalog Numbers and Dimensions 


























INSIDE 
Catal 
atalog No. BOX SIZE DIMENSIONS 
2e note STYLE Ww MAX 
below) A A B [ F ; H - M is] HUB 
Width Length Depth , EACH SIZE 
5106. : 5Y, 10 6 13 8 8 7% 7 3'54, é 1 " 
5133 1 51 13 3 153 » 11 7\fy 4 3154, é 3 - é 
5136. 2 5 13 6 15 814 11 7%, 7 31K, é be é 
5183. l 5 18 3 203 84 l€ 7 4 31%, é b. 
Se : 5 18 6 20 8 1l€ lf 7 3'%y é 4 
6104 6 10 4 12 Ga £ 8 € 3 " 
f 6 10 5 12 4 5 7 7 4 ‘ 
+ é z 6 10 é 123 gq be iat bs 4 . “ 
ot l 6 36 ¢ 39 3 B%, j é 
84 ] 8 8 4 l 10 € DA 5%, A%, AAs }) ) 
53¢ l & 8 é 10 € O's % 6% 6's ) } 
2) l 10 8 € 1¢ é be AAT, \“ 6% 6'%5 ) 
B21¢ ? & >] 6 4 ll 8 i g 3 2 ? 
1012€ ] 12 10 € 4 12 € ry O% O's 3 
1016¢€ 2 10 16 € } 13 ) g 4 3 ; 
1024€ 2 10 4 é ) 1 g P 
2128 l 12 12 4 4 € 3 % s 9 4 ¢ 
2168 ] 12 16 8 8 4 : 3 5 %s " ) é 
1Zl¥vo 2 12 19 € 2 l€ 14 8 
12198 2 12 19 8 2 é 14 é ~ 4 
71910 2 12 19 »2 l€ 14 l \ ; 
12243 12 24 3 26% 14 ) 14 4 a 
9245 l 12 24 5 26% 4 ) 14 é 68 
l 46 2 12 24 6 26 14 ) 14 4 l 
48 3 12 24 8 26% 14 4 14 1¢ € 4 
323 1 12 32 3 35 15 19 14 4 ; 
32€ 2 12 32 6 35 ] ) 14 4 y¢ 
325 l 12 32 8 32 1® ) 14 BllAg ‘4 ) ‘ 
3211 2 12 32 11 35 L 9 4 3 4 
12406 2 12 40 6 43 15 3€ 4 4 41 
12408.. 2 lz 40 8 43 1 3€ 14 é 4 } 
124010 2 12 40 1¢ 43 15 TY: 14 P: 1 1 
16488 2 16 48 s 51 19 42 ~ 19 
164810 16 48 1 51 19 4: g 49 4 
164812 > 16 48 1 51 ) 42 i8 19 3 1 
24246 : 24 24 € 4 6 ) 4 
24248 y 24 24 7 9 € é é 4 
42410 2 24 24 7 ) é é 
NOTE: Use following prefixes to designate type 
WJB—Weatherproof DJB—Dust-Tight 
XJB—Explosion-Froof Example: WJB-5 16, Weather; f tyr box 
N HUB LOCATION CHART HUB STYLES AND SIZE 
a , e * Jeter? « = { 7 ABCDE 1 YMBOL NUMBER‘ 
; i 4 
Te F ptt Ld | bane a NDUIT 
, ox 4 “i g ‘ f f E N N 
Slee , q , < r . 
pe 47 t | . * ‘ Y AA AB A T F ; { APPET 
. ° ‘ i Al » 
\ hes 4.4 5 5 BOM F T 
bd 77 ’ . . xX Al a Af 
; f ;’ } 
F 7 bi \ H 
3 . ; segue eS oa, SG 
' q } } 4 4 er ’ Lid f T 
ele - 
——— V 
_ - - T 
rn iI . i ~ f - AK A AM T - 
" [ | U T 4 
i ES a | " 4 Til ANA At | 
; Wi + é t 
- a + ,H . : M 
ud 
La Jr Cais 
a eee x 7? — —.—5—2—2—) 
° ; + a + RQPON . 
A STYLE No. | A STYLE No. 2 AND 3 
—EEE = 
ATLANTA—Ermest T. Loyd, inc., 69 Mills St., N.W DALLAS—Geo. E. Anderson Co 1901 Griffin $t., Dolle NEW YORK CITY—W. J. Wickenheiser C 600 West 18 
Atlanta 8, Georgia 2, Texas $t., (Room 22) New York City 33, New York 
BALTIMORE—Eastern Sales Co., 1561 Lister Rd., Balti DENVER—Kenneth B. Schumann Co., 1073 Golapago St OMAHA—W McConkle 8 Gold Ave Imok 
more 27, Maryland Denver 4, Colorado Nebraska 
BOSTON—Electrical Agencies, iInc., 49-51 “D St., DETROIT—Riecher Electric Sales Co 8319 Mock Ave PHILADELPHIA—Haorry G6. Anschuetr is WwW 
Boston 27, Massachusetts Detroit 14, Mich gan 23rd St., Philadelphia 3, Pennsyly 
BUFFALO—Eberhaordt Electric Soles, 278 Johnson St., KANSAS CITY—Wm. B. Terry Organization, 616 W. 26th PHOENIX—Kenneth Anderson Co o Mr. Melvin ¢ 
Bu falo, New York St., Kansas City 8, Missouri 422 S. 7th Ave., Phoenix, A 
CHICAGO—Jack L. Rowe & Son, 2039 W. Jackson, Chicoge LOS ANGELES—Kenneth Anderson Co., 123 South Myers PITTSBURGH—Crescent $ 4830 McKniab 
12, St., Los Angeles 33, California Road, Pittsburgh 9, Penr 
CINCINNATI—Arthur L. Ehlers Co., 1031 Meta Drive MILWAUKEE—Mortin-Goertner Soles iInc., 1108 WNorth RICHMOND—W. E. Sullivon, Jr., 62 A West Broad 
Cincinnati 37, Ohio Third, Milwoukee 27, Wisconsin Rd., Richmond, Virginia 
CLEVELAND—Lusty-Thomson (o., 2140 Hamilton Ave MINNEAPOLIS—Horry P. Smith Co., 826-27 Andrus Bide SAN FRANCISCO—F. M. Nichole ‘ 714 He 
Cleveland 14, Ohio Minneapolis 2, Minnesota San Francisco, California 
SEATTLE—Northwestern Agencies a] 410 t Ay 
South Seort 4, Washington 






























YOUNGSTOWN “BUCKEYE” CONDUIT 


.. . Provides Lifetime Wiring Protection 
For Frank Lloyd Wright’s 


Modernistic Price Tower 





At Bartlesville, Okla., the H. C. Price 
Co.—veteran oil and gas pipeline 
construction firm — recently opened 
their beautiful, new cantilever-design 
Price Tower. Containing both offices 
and residential apartments, this 19- 
story, fully air-conditioned structure 
uses Youngstown “Buckeye” full- 
weight rigid steel conduit for protec- 
tion of its important electrical wir- 
ing system from damaging elements 
such as water, moisture, vapor, dirt 
and dust. 

Field reports across-the-nation state: 
“Youngstown’s ‘Buckeye’ Conduit is 
easier to bend—easier to fish wires 
through and, due to its superior cor- 
rosion resistance, affords a much 
longer trouble-free service life.” 
Leading distributors in every indus- 
trial and electrical market are ready 
to serve you quickly and efficiently 
from their ample 
stocks of Youngstown 
“Buckeye” Conduit. 
They’re as near as 
your phone—why not 
call today? 





Price Tower, Bartlesville, Okla. 

Owner: H. C. Price Co. 

Architect: Frank Lloyd Wright 

General Contractor: Culwell Construction Co., 
Oklahoma City, Okla. 

Electrical Contractor: Industrial Electric Co., 
Oklahoma City, Okla. 

Conduit Supplier: Westinghouse Electric Supply 

Co., Oklahoma City, Okla. 


} 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 


Pris euler is Mala) Mt ee ee ie 
only wiring system approved today by the een ee 2 — ne >; : J . i 
ohn lege ABA Bote 6 ligule for ad Leta sahara District Sales Offices in Principal Cities 
or-, dust- and explosion-proof for use in 

hazardous locations and occupancies 
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They both know the best 
buy in tape... 


non-raveling 
| -” straight tearing 
Apryparr HAPES high tensile strength 
FRICTION .... RUBBER .... PLASTIC strong adhesion 
: highly insulating 


for our latest catalog describing details FY 
~ g 


ACCURATE MANUFACTURING COMPANY 
Garfield, New Jersey 
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Co., Rock ; 
Dist. Co Soak ln ! 


PRISMOID 


GRATELITE 


THE EDWIN F. GUTH COMPANY 


ST. 


TRUS 


*T. M. Reg. U.S 


LOUIS 3, MO. 
TED NAME IN LIGHTING SINCE 1902 


& Con. Pats. Pend 


t 


three lamps 
with Prismoid- 
do more work 
than four 


so 4 ‘ 
es Le 
oe 
ALES 


% 


7 


at 


Meee ie 

GUTH PEERLITES WITH 
PRISMOID GRATELITE* LOUVERS 
AT McCABE’S, ROCK ISLAND, ILL. 


Originally, this job was laid out for 50 footcandles with 
Brand X surface fixtures (4 lamp—75 watt). 

But McCabe bought suspended Guth Peerlites with Prismoid 
Louvers, using only three 75-watt lamps. 

Result: 40% more light than with the 4-lighters! 

And more! The crystal beauty and cheerful atmosphere 
created by Prismoid flatters the merchandise and puts 
shoppers in a buying mood. 


70 FOOT CANDLES MAINTAINED WITH ONLY 
NATTS PER SQUARE FOOT—THAT’S EFFICIENCY! 


Get the complete story of Prismoid efficiency, beauty and 


breathing action—write us on your letterhead today! 
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NEWS FOR THE 


INDUSTRY. 











in addition to NAED and NEMA 
groups 
® Firing Date 4 wide promotiona 
effort will be away and winging in 
early ‘59. It will b imed at tell.ng 
business tnat nadequat light 
means lower sales in stores, lower ef 
ciency in plants and offices and low« 
levels of learning nm schools I he 
an to be used 
When vou limit ou signt Ww 
adequate light lose! 
e Promotional Fuel— Advertising 
prospects Is expected to get Vale 
way in Februar n ) 
news publications 1 othe t 
publications 
e A booklet o tt C hts 
lightin being | 
e | S lal d 
manutacture! ( nxt Yack 
ives 
CAUGHT in conversation at the organizational meeting of the new l-industr fe D 
executive committee of the National Lighting Bureau were eft to right BF hada tt _— 
Benning General Lamp and Lighting ) Manage Gra ar «Clectr A ao —_s ee per 
Hooper, Executive Director, Nat : it f Electrica t ‘ method niorn 
W. Booth. n anager-marketing, Lams ghtir G Tm: ¢ IDE th electrical dl t 
A. F. Wakefie president The Ww Ti } mar f th y t Promotional mat 
Benning is substituting for Wallac ngtor e — t f on will le | l i} 
la., who was unable to attend. Wakef / Keller, ex tive P nd firms to t n 
Holophane ( Inc a unable to att present NEMA. TI ting cor rogram 
pieted plans for 


The Eye-Fi 
Campaign: 59 


ol 


NATIONAI 
Distributors, 


HI Association 
i lectrical 
with other 


together 
national electrical associa 
tions and individual organizations 
met Dec. 2 at the Hotel St. Regis 
in New York City, to complete the 
"59 plans for Eye-Fi-Relighting promo- 
tion 

® On the Launching Pad—The 
concept of “Eye-F i” was dev eloped by 
the National Lighting Bureau, part of 
the National Electrical Manufacturers 
Association. It was put on the all-in- 
dustry launching pad because of the 
“tremendous market potential” which 
relighting of business and institutional 
buildings offers to all branches of the 


new 


electrical industry. According to the 
NLB, formation of the all-industry 
sponsorship is all but completed, and 


the Dec. 2 meeting date was called to 


reorganize the bureau all-in 
dustry operation 

e Those in Favor 
sorship has been approved by Certi 
fied Ballast Manufacturers Assn., In 
ternational Assn. of Electrical I eagues 


as an 


on 


Combined s 





National Electrical Contractors Assn 
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mawtiy 


TEN GALLON hats and western shirts are sported by distribut 


the NAED Ranct 


NAED's "Western" Meeting 


LECTRICAL SUPPLIES distribu Calif n N 
tors were encouraged to take a Nea | 
more ictive interest in Ut SOC | 

ind political iclivit n ri 

munities in a speech R. W. Jack 

son, West Coast manager Of public part I 

relations, the General Electric Co lack n Stal H 

it the NAED’s Pacific Region-South mal | tah 

ern Section meeting at Palm Spring tinued on Page 8&8 
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Watch profits and sales GROW with 


MASONRY ANCHORING PRODUCTS 


Actual sales figures for an average-size distributor 
selected at random show how RAWL policies help him 
sell more RAWL products year after year. And six other 
RAWL distributors in the same city are doing as well 
experience typical of the growth you can expect when 
you handle RAWL products 


ON OWDWA 


WOMWSPWUORNKE NNR AND 


AFUNSWUSANHeKON NWO 
NOKVVUIADAONWOANYUNKAD 


20 


~~ 


OWUOKK DK YVONNAK AD 


N@BANDK VDA 


No. 4 in a series 


RAWL policies build distributor profits with 
SALES AIDS 


like this Holding Power Jamboree 
® to put extra ‘‘pull’”’ in your ‘“‘sell’’ 


oO 


WVIONN 


~ 
O 


Don't just tell customers a pint-size Rawl- 
plug holds a king-size load ... show them 
with a ‘Holding Power Jamboree’. Use 
this handy portable dynamometer to 
demonstrate just how much more a 
RAWL masonry anchor will hold 


RAWL will lend you this convincing saies 
tool, show you how to stage dramatic 
demonstrations that clinch big sales. You 
can also get eye-catching displays 

informative literature with time-saving, 
money-saving hints to make you the 
authority on masonry anchoring, build 
repeat business... . and other sales aids 
to boost your volume and profits with 
RAWL masonry anchoring products 


-KNNNWOMOS VO S 


WWOOUDAVO 


in 
Vi 


KF DNNANS DAW 
ONPSSVORrTIAWOO 


n 


VIN V 





AAN MP AWO 
—-VIFbAAOrKOANN S 
NQOPWOOSLWAOW 


o 
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202 Petersville Road, New Rochelle, N. Y. 


THE RAWLPLUG COMPANY, INC. 


“Western” Meeting .. . 
Continued from page 87 


porate relations for granted any more 
than he can take customer relations.” 
He pointed out that for a large seg 
ment of our society, “it has become 
good politics to be anti-business.” The 
distributors must join with other busi 
nessmen to see that the business cli- 
mate does not deteriorate.” 

An extraordinary demand for sales- 
manship faces the electrical supplies 
distributor in most metropolitan areas 
because of the increase in multiple 
distribution and dual representation, 
stated A. H “Bill” Gudie, Trade 
Service Publications, in his featured 
talk to the NAED meeting. Because 
every manufacturer’s line is handled 
by several distributors in large mar- 
ket areas, and each distributor carries 
at least two competing brands, the 
individual salesman is put to a diffi- 
cult task giving the customer reasons 
why he should buy from his house 
The unfortunate result of this natural 
development in the rapid growth of 
the supplies business is to put an Over- 
emphasis on price, Gudie commented 

The open meeting continued with 
a review of the NAED training course 
by Bud Delano, ESD, San Diego, a 
hilarious skit in which Ken Rewalt, 
GESCO, Los Angeles, showed how a 
salesman should not sell, and a panel 
discussion at which a utility man, a 
contractor, an industrial purchasing 
agent, and a dealer commented on 
what they expected of a distributors 
salesman 

The NAED members from southern 
California southern Nevada and 
Arizona, held a closed association 
meeting on the first day to hear com- 
mittee reports plus talks on “Planning 
for Profit Improvement” and “Lumin- 
ous Ceilings Electrical or Mechan- 
ical”. In the evening, the El Mirador 
Hotel ballroom was converted to an 
NAED Ranch” for the manufactur- 
ers’ hospitaiity hour attended by 10 
gallon-hatted and western-shirted dis- 
tributors and their wives and guests 

Ken Rewalt served as program 
chairman for the meeting. S. W. Mes- 
sick, Los Angeles Wholesale Electric 
chairmanned the arrangements. Tak 
ing part in organizing this largest of 
all Pacific Zone section meetings were 
area chairman K. R. Harley, Elec 
Corp. of ¢ alit NAED regional Vv. p 
Ralph Rohrbach, Pacific Wholesale 
Electric Co., San Diego; C. O. Arm- 
strong, member of the Board of 
Governors: and W. M. Jewell, West- 
ern Region Manage! 





hanged to pure 
electricity equal 
unmount all U.S. power plants 


Venerale in two montis 
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Cover with #4200 
Dene dene pa del | 10 Amp. ''T’’ Rated 
SP Switch 
3767 
Cover with £4230 
10 Amp. “T’’ Rated 





























3 Way Switch 
: 3768 
3768-1 Cover with 24041 
Cover with 24041-L 20 Amp. SP Switch 
Amp. SP Lock Switch 3769 
: C t ‘ 3762 3763 3769-L Cover with #4043 
" ,c¢ ver wit S-3¢ Cover with =S-368 Cover with #S$-321 Cover with £4043-1 20 Amp. 3-Way 
‘: ; . Parallel Slot Receptacle T’’ Slot Receptacle U" Grou nd Receptacle 20 Amp Way Lock Switch Switch 
Fa 17 171 377% 3773 3775 
37€ forel") tae clalh alas. Cover with 2S-365 Cover with =S-368-T Cover with #S-321 Cover with 2S-39€ 
Cover with fer ii Parallel Slot Receptacle Slot Receptacle U" Ground Receptacle y Amp. 3-Wire 
~S.396 20 Amp Receptacle 
Wire(Receptacie . 
3720 27 
with Gasket Cover with’ =8¢ with vath 
3as Fe abe ow 5 eee Cover with #300 Cover with = 
aralle eceptacie T Slot “U"’ Ground Recepta 
Receptacle 
teins Se a aggle pat 3786 3787 
1” Ground Tand “Switch & “T" Slot Cover with #482-2 SP Cover with SP Switch 
srou witc ot Switches & U" Grd. Rec 
Re t Receptacle 


FLIPS OPEN...FLIPS CLOSED! : << , FLIPS CLOSED... FLIPS OPEN! 


ee 
 _.<- 





Solid Thick Non-Corrosive Aluminum 

Meets R.E.A. and Federal Specifications 

Simple, Positive, Fool-proof Action @ Easy to Install 
Takes Any _ emer switcne »s and Receptacles 


Y \ 


Slater. Flip Lid 


SLATER MEANS BUSINESS 








BUSINESS INDEX for October 1958* 





NATIONAL PICTURE: 


947-49 = 100% 49510085 y 
; eee, 


220 
200 
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(20 
i00— 

80 
60 

40 


INVENTORY 





% CHANGE 
Oct. ‘58 : Oct. ‘56 : 1958 from 1957 
Sales 171 172 — 5 
inventory 118 154 we 


REGIONAL PICTURE: SALES INVENTORY 


(% Change (% Change) 
From From 1958 From From 
Sept. 1958 Oct. ‘57 From 1957 Sept. 1958 Oct. 1957 





NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 2 2 10 


r electrical apparatus, supplies distributors. S« of C 5 *Ten months 1958 from ten months 1957 
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saves you time and money 


Bl AC - AWK’ holding, anchoring and fastening 
fittings are simple, quick to install 


put them all on one order 











1. SNAP-STRAP FOR RIGID CONDUIT 3. BEAM CLAMP 


The famous BLACKHAWK 700 line is the Made of heavy gauge pressed steel-plated 
original snap on clamp that snaps tighter Complete with case hardened set screw 
and holds its grip. The B-I Snap-Strap has_ Fits up te 2” thick beam flange, 1/4-2 
the “hold-bump” at the opened end of the tapped holes 

bracket — really grips resists slips like 

an alligator wrench. Ribbed bracket adds 

to the snap, provides rigid contact support 4, CONDUIT HANGER 

of the conduit. Made of heavy gauge 
steel, zinc plated after fabrication. Faster Designed to hold thinwall and rigid cor 
installations mean more profit for your ult. 14” hole in base permits use with 


customer and for you. Sizes: 4” to 2” toggle bolt, wood screw or anchor. Com 
plete line of sizes 


2. SNAP-STRAP FOR THINWALL CONDUIT 


PLUS BLACKHAWK AN 
The 1700 line of Snap-Straps are the same 
style as the 700 line decribed above, ex FASTENING DEVICES 
cept they are made to fit Thinwall conduit 
Electrical contractors report big labor 5 Caulking Anchors for machine screws 
saving by using Snap-Straps spot weld- designed for use in hard brittle material 
ing for installation to steel frame work. Caulking tool included with each box 
Sizes: ’%2” to 2”. (Screws not included. ) 





Zz 
(Pipes Blackhawk Industries, Dubuque, lowa 
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SELLA-LOTA ELECTRICAL PRODUCTS, INC 
st Lim Street, White Springs, Ohio 
Telephone FOster 6 711 


FITTINGS FOR ELECTRICAL METALLIC TUBING 


Si CONNECTORS ] NET PRICE PER C 
y , 


CONSTRUCTION TOOLS 
CONDUIT HICKEYS NET PRICE EACH 


315 


| 3 
| sass 


SIGNALING EQUIPMENT 


NDUSTRIAL BELLS NET PRICE EACH 


O 





This is a 
SAMPLE 


O LIGHTING FIXTURES 


DRUM TYPE NET PRICE EAC 








aa aa 
SAMPLE SHEET f 


New Illustrated Price Sheet Specs 


O SEGMENI of the electrical alesmen ¢ 
industry profits from the sale of ucts in the line, or more 
ek | | until those t i ) stom 
roducts al Is of the user 
I he imount | iC t s Stomers recelve 
the efliciency ucts in warehouse pments 
itions at each of ry contractor and dealer profit 
DuUSINeSS vhen his customers are aided tn 
operation ! ley I | affect election of items | product 
the Operations at another level trations that ta ruesswork 
Nobod in Our imndustr' i ( ot ordering 
exception to these truisms. They form But none of these | n | 
the basis tor the NAED Catalog Com realized unless each level of the n 
mittee’s suggested specifications for dustry assists each succeeding level 
manufacturers’ illustrated pri S ul vy at the top with the manuta 
[he committee's recommendats Tk u And the one way manutacturet 
designed to muke 1 eu i i ‘ }) these benetits for 
rofitable tor t lectri \ Ion l follow 
1 mdust! ic ( 
For exam) manulacturel 
rains When his distributors’ salesmen 
nutes in closing a , ( rested specific 


the Lior ‘ ! ( ( behind = th 





Catalog Committee’s recommendation 
e Color Coding—Ihe NAED sug 
gested standards recommend that the 
following color coding be used: gold- 
enrod, for costs to distributors; blue, 
for costs to dealers and contractors; 
pink, for costs to consumers 

This color coding identifies price 
sheets which contain the necessary 
nformation to sell electrical products 
t each level om manufacturer to 
distributor rom distributor to con 
tractor and deale from contractor 
1 dealer to ultimate consumer 


ane 

The illustrated price sheet showing 
costs to contractors and dealers (blue) 
is the electrical distributor salesman’s 
tool for promoting re sales. Hts 
handbook ng manutac 
turers’ pr i e display win- 
dow of th industry 

Just by ‘ 
handbook é | i ( salesman 
can show his customers every item 
of every tine 1ISU l handles 
complete th illustrations prices, 
packaging data and other information 
pertinent to th i f these producis 

His handbook . 4 a precision 
sales tool if these iggested specific: 
tions are followec 


e Sheet Size—Over-all sheet size 


| 


1 


is 8 zi Sheets larger than this 
uniform size extend beyond edges of 
handbook become dog-eared and 
torn sloppy 1 useless Sheets 
smaller than this I 

The time spent hunting 

time lost to the salesman 


e Stock Weight Weight of 


‘ 


ric sheets should be 

20-Ib bond). Lighter 

less mileage 

become tor! avier sheets only add 

to the ove! I 
ind make 

e Binding 

the salesm 

commended 

that singl h used throughout 

If the manuf: I ises bound price 

sheets ! 1} pl ( changes 


writing c langes | his hand 
hook he d the time. Here 
gain, the ea wal right way 

e Punching ye universal 


I his 


the 
unching 


| 


t I 


In Te-] 
Margins T binding 
margin sures il oO intorm 
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Carol 18 and 16 gauge S & SJ 
wire, portable cord and heater 
cord...one 250 ft. spool per car- 
ton. Easier handling, storing, inven- 
tory control. 


Carot 
CaBee 


rawtulrey 
Genes SLAM 


“No-charge” Plywood Reels for 14, 
12 and 10 gauge portable cord. 
500 or 1000 feet per reel. 


Packaging 


WHEN YOU CALL FOR 
CABLE, CALL FOR... 
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Sturdy, quick-opening, self-dispens- 
ing carton for 14,12 and 10 gauge 
portable cords. Exclusive Inventory 
Keeper minimizes waste. 250 feet 
per carton 


Lamp Cord and Thermostat Cord 
packed four 250 ft. spools per 
carton. Keeps weight to a practical 
limit for easier storing and handling 
Cartons can be used for reshipment. 


with a Pay-off 


Carol planned packaging pays off in three ways: 
1) Easy-to-read color-coded labeling lets you spot 
the cable you want at a glance. (2) Extra sturdy, 
easy stacking, quick opening, self-dispensing. (3 
Handy Inventory Keeper minimizes waste. 

Take advantage of the packaging pay-off you get 


with top quality Carol Cable. 


CAROL CABLE COMPANY 


Division of the Crescent Co., Inc., Pawtucket, R.I. 
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Continued trom Page 92 


. 

NO | | | Le t add tion on the price sheet will be hidden 
: UL on s by the binder—all pertinent informa- 

; . ° tion, then, will be visible 
layer 4 and side wired e Type Size — The type matte: 
: | recommended is large enough to per 
be ° ° | mit easy reading (8-point type) and 
: devices to the S ecification | small enough to permit enough inlor- 
Pp mation to be printed on both sides of 


the sheet. 


(5000) ad. l : / e Sheet identification Sheet 
aT e ine: numbers and effective dates of the 
sheets provide quick identification of 
price sheets—do away with possible 
circulation of outdated sheets. 

e Company Identification The 
manufacturer’s name, address, tele- 
phone number and trade mark iden- 
tify the manufacturer immediately 
and provide the necessary informa- 
tion a distributor can use in contacting 
his supplier. 

e Headings — Bold face headings 
facilitate location of information per- 
taining to particular types of products. 

e Pricing Units The units on 
which prices are based should be in 
its proper place for quick location. 

e Catalog Numbers—Specific cat- 
alog numbers identify products and 
variations of products, leaving no 
doubt in the minds of salesman and 
customer. When products are not 
identified by specific catalog numbers, 





No. 5096 the chance for errors increases 
Duplex U-Ground e Illustrations — Illustrations are 
Parallel receptacle important aids in selling. They enable 
salesman and customer to picture 
clearly the product they are discuss- 
ing. If there are no illustrations on 
LEVITON back-ar le wired devices offer mechanically tight. Either way you are the price sheet and the customer is 
two types of connectior Loop it the stand- assured the right kind of power to carry not familiar with the product in 
question, he may hold off buying until 


LOOP IT OR DO IT THE EASY WAY! 


way mp it for back-wiring—the heavy duty loads. Here is the maximum in 
im} ind modern way that gives you performance at minimum cost...with ab 


nnectior it is electrically right and solutely no compromise in quality! he sees what the product looks like 

another waste of time 
Devices Now Available Just Check These Features: e Reference to General Catalog— 
Rated 15A.—125¥ In cases where more information is 
A.—250V * All devices have double-wiping phosphor bronze needed on a product than that which 
4 F il contacts is found on the price sheet, the sales 
{ Plaster ears—wide and break-off types man loses no time in locating it in the 

Grounding Screws on all U-Ground devices general catalog. 

e Product Description—A brief, 
precise description of the product 
provides the salesman with valuable 
information as well as serving as 
another means of eliminating order- 


Back-and-Side Wired 


. | a ] | Entire assembly solid-riveted for permanence 
Heavily sectioned molded phenolic bases 
No. 5062 No. 5074 Full underslung straps, completely rust-proofed 
Easy back-wired installation for up to No. 10 
wire 
Strip gauge for obtaining maximum clamping Ing errors 
Individually packed with mounting screws at e Packaging Data Packaging 
tached to straps data gives the salesman information 
Meet U.L., C.S.A., and Federal Specifications on the number of items in the carton, 
No. 5088 lo. 5089 All back-and-side wired devices in brown and ivory standard carton and other packing in- 
formation he may be called upon to 
supply immediately 
@e Weight Information Another 
item that should be included in the 


LEVITON MANUFACTURING COMPANY, INC. LEVITON price sheet—often requested by the 
Brooklyn 22, New York customer 


e Net Prices—When prices vary 
Chicago « Los Angeles « Leviton (Canada) Limited, Montreal on quantity purchases, listing these 


For your-wire needs, contact our subsidiary AMERICAN INSULATED WIRE CORP Continued on Page 96 


Listed by Underwriters’ Laboratories 


Your best jobs are done with... 
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lHE 
MEASURE 
OF 
QUALITY 








foide ~ 


Distinguished Styling 
Style is the keynote of modern kitch« esit d Trade-V 


lesigns with which t accent the kit 





Customer Convenience 
Space Saver designs free the entire ibinet 
ontrol; real copper and stainless steel are ( vf hed f 
Certified Performance 

Every Ir ide -Wind Ventilating Hood \ 


performance 
Youll Get Even more in 59 with Trade-\ 
i) Welcome to Booth 450-NAHB Show, Sherman Hote! 
| 
| ae Va) oc 
, Trade“ tiad! we BRAND THAT HAS QUALITY IDENTIFICATION 


P | => @ > . 2 
ee ea ey | _ 
3501 Ventilating | 2501/1501 Space ‘Saves Pre-Wir 
System | Ventilators | Ventilating H i | Vent t H 
oF a ‘) % ; ‘ 
, prude ~ "Vigil AV eyfitrs, SL. 7755 PARAMOUNT PLACE, PICO-RIVER: 
DIVISION OF ROBBINS & MYERS,INC —DEPT. EW 
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> WIRES - CABLES 
CORD SETS 


Overnight service ANYWHERE, from our 15 
conveniently located branch warehouses 
covering the country from coast to coast. 
Y on need never be out of stock on any 


CORNISH wire products, 


Portable Service Cords in popular sizes 
packed four 250-ft. spools to a carton, in 
individual containers that eliminate costly 
repacking. This modern put-up speeds ship- 
ping, receiving, over-the-counter ACTION, 





Seca = 
COROPRENE 18/3 TYPE SJO 300 VOLTS 





CORNISH makes it easy for you todistinguish 
instantly the Service Wire wanted — by print- 
ing specifications plainly right on the jackets 
~ facilitating handling in stock and on the job. 


” 


This nationally known, all-inclusive line of Cords 
and Cord Sets—in rubber, plastic and neoprene—makes 
it possible for you to fill all requirements of Farm, 
Home and Industry — with a complete QUALITY line, 
easy and PROFITABLE to sell. 


CORNISH WIRE CO., wc. 


50 Church Street New York 7, N.Y. 








REPRESENTATIVES 


TLANTA D , 1 @ CHARLOTTE 
LEVELAND i 5 DENVER 
@ MINNEAPOLIS + 
OUIS @ SAN FRANCIS 


NAED Reports 
Continued from Page 94 

prices in a uniform way enables the 
salesman to find this information 
quickly and accurately 

Copies of the NAED Catalog Com 
mittee’s suggested specifications tor 
illustrated = price heets are available 
on request from association headquat 
ters 290 Madison Avenue, New 
York 17, N. Y. They explain in detail 
the committee’s complete recom- 
mendations and are an_ invaluable 
reference for any manufacturer’s price 


sheet prog! 


Letters 
Continued from Page 6 
are in the top rating 
In his zeal to maintain his place, he 
is constantly bringing out new models, 
some of which are little different from 
existing models. The result is tha 
there are items in this manufacturer’s 
line that we have not stocked, without 
Getriment to sales 
[his has kept down our inventory 
(and carry-over) nd has not af- 
tected volume vhich remains at a 
high level 
I find that this same condition ex- 
other divi f our business. 
riments we aim to Carry 
good stocks as this is what. in our 
opinion ak i distributor a dis- 
butor ) \ not like a line that 
Similar items in it 
ivestment to give service in 
becomes something to think 
to the volume 
vat line 


KIMMEL, SR 
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The big switch is on 
to Sylvania Light Bulbs 


Leading companies choose 
Sylvania as the best value in 
lighting — give your customers 
the same top buy. 


le ad 


America Att 


Airlines. stores, hotels. facrories 
ing companies all ovel 
lighting up with Sylvania lamps 
smart buvers want the best lighting { 
thei business needs and they want a 
full dollar's worth of hghting 


\s a result of this big switch, Sylvania 


saieet Tintgmnines SY LVANIA Light ing Pre »\ducts 


wmink@as make light a better too/ for profits 





LIGHTING ¢e TELEVISION « RADIO + ELECTRONICS +s PHOTOGRAPHY «+ ATOMIC ENERGY > HEWN META R 
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Combine Your 


Mast Kit Orders 
with 





Porcelain! 





1929 if i 1986 


OUTSIDE the new branch, the camera catche 


manager rt nd j DOgE 


Raybro’s Seventh House 





1984 AYBRO ELECTRIC Supplies, Inc., Naples and east to the west coast of 
ii opened its seventh branch operation Lake Okeechobee, the same territory 
v early last October. The location of the previously served by the main office 

company’s newest office and ware in Tamp 
? house is in Ft. Myers, Florida e New Head—In charge of the Ft. 
SAVE Freight costs! e Territory—According to Raybro Myers operation is Joseph L. White- 
- headquarters in Tampa, the new head. tormer territory salesman from 
Combine PORCELAIN operation 1s only a short distance from Tampa. He joined the organization 
the central business section, and 1s in April of “46. Whitehead will be 
PRODUCTS WIREHOLDERS equipped with ample parking facilities assisted by James H. Boggs and Rich- 
The branch will serve the West Coast ird I Johnson, both formerly as- 


. . 
with mast kits to make area, north to Punta Gorda, south to sociated with the Tampa operation 


prepaid shipments. _ _ 
A complete, quality line of ¥ “i epg Sa , rs a 


secondary service materials ¥ 












Electrical Porcelain 
§) 
| 


Since 1894. 
le TT LU MMATLLEETLER | ANSIDE the builcine around the counter company meme, enn on 


CAREY, OnI0 






head 
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Electrical Contractors acclaim 


Phelps Dodge 


SE-U Cable 
with iMiviar tape! 








Sst tPePesiedii a fi fF 


The new SE-U type cable with Mylar tape and an 

j improved outer compound, developed and introduced 
by Phelps Dodge, has received enthusiastic approval 
from electrical contractors and chief state electrical 


SAF 


rf ISLS e 


inspectors. Here are some comments about this é 
remarkable cable picked at random from field reports: 4 ae 


“It is much more flexible . . . ease of . 
stripping is made easier on this new type... a 
definite improvement over the old type.” 


“We found it to be superior in several 
ways to the kind of cable we have been using. It / 
is more flexible and easier to strip...” 


“Phelps Dodge entrance cable . . . proved to be 
much more than we could possibly expect. 

The ease of ‘skinning’ and handling were what we 
have been looking for in an entrance cable.” 








MYLAR TAPE FO 
More flexibility - Better moisture resistance 
Lower shipping weight - Lighter, less bulky cable 


Cte 


4, 
‘¥ 





6 


GRAY COMPOUND FINISH 


gives better cable appearance; will not stick in hot 
weather, will not crack or flake in cold weather. 


4 


Phelps Dodge entrance cable with Mylar tape has 


- * 
™ ry on aa 
‘ . 
de re | 
‘a 
a 
; 
| * 
oe wt ’ 
. , % 


Fort Wayne weensbor N¢ Housto vdianapolis, Jacksonville, Kans 


New Orlea New York, Philadelphia, Pittsburgh, Portland, Ore, Richmor Rochester, N.Y an Frances 


received Underwriters’ Laboratories Approval. “4 
> 
‘ * Mylar is Ou Pont's registered trademark for its brand of polyester film. ~ ° *, , 
s ‘ 
x ¥. 
~ Qe: 
~. 
~ le " 
. a 
. a 
. , siaanien . « 
CORPORATION %. a ] 
SALES OFFICES: Atlanta, Birmingham, Ala, Cambridge, Mass, Charlotte Cle ‘ > 
Ld A Me Milw a % Pa 
« a 
; A 
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Combine Your 
Porcelain Orders 
with 
Mast Kits! 
















COWTRACTOp 
FIELD 
OFFICE 


ae ee 






DISTRIBUTORS can se! r rent these portable offices to their contractor-customer 


For Sale: Rolling Offices 


NEW contractor field office on speed tires and whee! assemblies com 






wheels has been announced by _ plete with tapered roller bearings and 

National Sales Company, Wheaton, spindles. When inflated to 60-Ibs 

ill. The firm describes it as main- they provide a_ total loading ca 

SA VE tenance-free, fire-safe and theft-proof pacity of 750-ibs above the net weight 


. When the under-carriage is detached of the rolling cabin. Optional tire 
Freight costs! and the cabin is securely anchored, it equipment is available for heavy duty 
will withstand 100-mph wind load and loads. It takes less than five minutes 


. 
Combine unlimited snow load to change a tire and wheel, company 


The field office, is sold through says, because there is just one bolt 


» PORCELAIN electrical wholesalers only, and may to remove and replace The drawbar 


be purchased in two forms. An “eco- may be taken out when the field office 


PRODUCTS nomical Do-It-Yourselfer.’ in a _ is left unattended this is the non- 


knock-down kit form. For the con-_ theft feature 


MAST KITS with tractor with insufficient hours, there e Cabin—The cabin measures 8-ft x 


is a factory assembled, pre-wired and 11-ft at the eaves, permitting trans 


wireholders to pre-painted model portation in all 48 states. Base meas 


e Chassis—The chassis, assembled urements are 7-ft, 4-in wide and 10-ft, 


°° ‘ . 
make prepaid and “ready-to-roll, consists of an 4-in long. Head room is 6-ft, 5-in, 


. electrically welded structural steel and height at the peak is 7-ft, 3-in 
shipments. frame, and %s-in marine plywood [The base and truss framing is 10 
flooring. Among other features, there gauge. S-in x 5-in corners are 14 
are two standard equipment high gauge 


MANUFACTURERS EXPANSIONS 
ELIZABETH, N.J.—A new $750 interior there are 6,000-sq ft of 


000 building, having two stories and showroom display space, as well as 
a total of 92,000-sq ft, will bring office, warehouse, and factory facili- 
the total acreage covered by the ties 

Thomas & Betts Co. to 8-acres when 
completed. The new structure is the 





ERIE, PA.—J. A. Wilson Lighting 
& Display, Inc., has moved into 


Send for 





NEW Most Kit largest of the company’s buildings aie ceaias. Thile noe ative ts 
Brochure PHILADELPHIA, PA. [he 1502 Indusirial Drive 
I-T-E Circuit Breaker Co., has ac- ; : ; 
by quired the Wilson Electrical Equip- . CINCINNATI, OHIO — NuTone, 


ment Co.. of Houston. Tex. W. } Inc. has broken ground for a new 
70,000-sq ft building—the sixth in the 
last eight years. It'll go into opera 
tion early next summer and will give 
PR y/ . y) of h DALLAS, TEX.—Lightolier, Inc., the company 450,000-ft. of manu 

LL a ucts, Me. has opened a new showroom in_ facturing and warehousing space on 


weet Sere Dallas. Tex. In the new 10,000-sq ft 2? acres of land 


Electrical Porcelain 
Since 1894. 





Wilson, who founded the company, 
in 1947, will remain as president 
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A TRADEMARK TO REMEMBER 


The enthusiastic acceptance of Red @ Dot Conduit 
Bodies has been overwhelming. Our thanks to the 
ever growing number of distributors 


CORNER 
ELBOWS 

























Available in a PA 

wide selection of styles it 
Sizes up to 4” Series ‘‘A”’ Mt 

Sizes up to 2” Series ‘‘B"’ “ 


COVERS 





Available 


the following 


Series ‘A’ Conduit Bodies 
Threaded for heavy wall 
rigid conduit. 


Series B Conduit Bodies 
Set-Screw for thin wall 
conduit (EMT) electrical 
metallic tubing. 


All Series take standard covers. 
RED @ DOT cast aluminum 
covers are available for all styles. 


Send for New illustrated Catalog 
of complete RED @ DOT Line. 


Sold only through Authorized 
Electrical Distributors 





BOSTON 36, MASSACHUSETTS 
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CONTINENTAL 

FOR THE COMPLETE 
LINE OF 

INSULATED 

POWER CABLE 
VOLTAGES: 

600 10 15,000 
SIZES: 14 AWG TO 
2,000,000 OM iscvusive 


With a complete range of voltages and 
sizes, Continental Wire offers POWER 

CABLE in types V... AIA... AVA... 
AVB .. . SILICONE RUBBER .. . TEFLON 
TAPE .. . and VARNISHED GLASS TAPE 


for extremely high temperatures. For power | 


cable with excellent current carrying 
capacities, resistance to oil, grease, 
corrosive vapors, moisture, as well as 
high temperatures—cat 
CONTINENTAL, Wallingford. 


co2zr2rfriz2e272fal 
wZaze corporation 
WALLINGFORD, CONN. / YORK, PENNA 


ALUMINUM 


Aluminum 
Couplings 


Aluminum Elbows © 


Standard Radius 





Aluminum 
Nipples 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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Some plain talk to the industry on... 


Facing the Facts 





At the first annual Southern Re- 
gion Convention of the National 
Association of Electrical Distribu- 
tors, held Oct. 12-15 in Edgewater 
Park, Miss. (EW-Dec. °58, p. 70), 
Arthur W. Hooper, NAED execu- 
tive director, presented eight “facts 
of life about distribution” that he 
felt the electrical must 
learn to face. I xcerpts from these 
facts of life are as follows: 


industry 











FACT 1—As many manufacturers 
have learned, you can bypass the dis- 
tributor but not the distributor’s job. 
If the distributor is operating with 
efficiency and skill, his ability to per- 
torm the necessary functions of whole- 
saling can be accomplished far more 
economically than can be done by 
either manufacturer or customer 


FACT 2—tThe basic job of the dis- 
tributor is to place the products of one 
manufacturer in the hands of many 
users. But in doing this, he must give 
every user access to the products of 
a number of manufacturers. 

FACT 3—If, as we believe, the 
wholesale distributor does render a 
vital and necessary service to the econ- 
omy and the American public, then 
serious study must be given to the 
value of this service. There has been 
a great deal written during the past 
few years on the subject “Value Ad- 
ded by Distribution.” Most of the 
research has been toward 
providing the case for the wholesale 
distributor to the manufacturer. | 
would suggest to you that we study, 
the value of distribution to the 
customer. Electrical per- 
many 
they are not paid 


directed 


also, 
wholesalers 
services for which 
We must 


form too 
learn to 
charge for services rendered 

We seem to have enough trouble 
compensating Ourselves for the basic 
services, but the “plus” services are 
killing us. I don’t know of any other 
type of business that doesn’t charge 
you for rendering plus or extra serv- 
ices. | don’t care whether it’s a special 
delivery, checking 
some other extra banking service, o1 
what it is. Extra cannot be 
economically justified unless paid for 


FACT 4—Electrical distributors 
have permitted markets to escape from 
them. Ours is a dynamic growth in 
dustry. We are constantly developing 
new horizons, new products and new 
markets. As distributors we must be- 
come more conscious of these oppor- 


your account OI 


services 
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tunities and equip ourselves to remain 
the central distributing pont of such 
markets. Because of the electrical dis- 
tributor’s lack of interest, different 
types of selling organizations have 
come into existence to meet a “slightly 
different marketing situation.” 

What happened to the 
welding and a number of other mar- 
kets once served by electrical whole- 
salers? Will it be the same for electric 
heating, industrial electronics, pole 
line construction materials, and elec- 


aircraft, 


tric housewares? 


FACT 5—tThe electrical distribu- 
tor should be evaluated by himself, 
his customer and his manufacturing 
suppliers on more than just his ability 
to perform three basic functions. The 
difference between a true, full-fledged, 
full-functioning distributor and a 
broker, specialty jobber, catalog house 
or what have you, is how well he per- 
forms a number of functions to serve 
his customer and supplier. 


FACT 6—Too many manufacturers 
still haven’t learned that volume is a 
great word for an annual report but it 
doesn’t always produce a satisfactory 
net profit. A great many distributors 
are breaking their backs because they 
are forced to attain volume instead of 
building a trade of good, solid, profit- 
business. Here, again, 
Whether want to 
it volume, quotas or volume loading, 
or maybe share of market, the fact 
remains that it is practically impos- 


able let’s face 


the facts you call 


sible for the distributor to climb out 
of this particular rut without the as 
sistance and a better understanding 


manufacturer 
that 


the 


underline 


of the situation by 
I think we should one 


as Fact 6 


FACT 7—Distributors are not giving 
their margin. 


away most or all of 
We've been brainwashed so many 
times on this one that I think some 


distributors are 
it We have 
houses in NAED 
bership we've had in the history of the 
including the when 
appliance division 


beginning to believe 
over 1080 distributor 
the largest mem- 
association, days 
we had a 
You Know how tough things have been 


major 


for electrical distributors during the 
past two years. Even during that time 
I believe we have elected about 60 


members while losing less than 10. If 
all the give-away of 
the board attributed to electrical dis- 


margins across 


Continued on page 104 
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Some of the P&S Devices 
featured in the new school 




















\ f ~ rs . f 4 iry ~~ 7 | j y 
NCLIRE ONT \t | HH ( i S| D\j if | 1SAC1 
| UV | at r | \ NU ) ) a ry \ HEAVY DUTY 
YW | 2 ie ‘ ’ dD Wad ' ’ 7 & SWITCH 
15 AMPS 
ore SAA TAIN “at 120/277 Vv 
/ \ A \Fi NT i 7 } A.c 
ir iiIvvy Wi NANG F WI 
LW VV WVIFALTN Ss 1\ \ 
hon 
Pass & Seymour wiring devices are installed throughout the —-* 
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of the trend to P&S — where dependability and low maintenance F 
‘ 
costs are factors. Thousands of modern planners look to the aad 
proven performance of P&S products for institutions, hotels, -~ s 
stores, plants and offices. Wherever continuous electrical service 
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is essential, you'll find Pass & Seymour devices. Make sure your oneunenic. & 
. , : ' OUTLET 
o plans include Pass & Seymour quality-made wiring devices. 15 AMPS 
125 Vv 
Send for catalog on Pass & Seymour's complete ‘a { 
line of modern wiring devices, Dept. EW-159 
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For the long haul Facing the facts . . . 


Continued from page 102 


tributors were a fact, we wouldn't 
have enough members to support an 
organization of one man and desk, let 
alone produce a substantial number 
of services and benefits for our mem- 


vers 


FACT 8—The pricing situation in 
an important industry such as_ the 
electrical is ridiculous. It has become 
so ridiculous that few if any in the 
electrical trade channel can trust his 
associate—let alone competitors. For 
any big job today, no one can get a 
price for the electrical requirements 
[he distributor hesitates to offer a 
price for fear the contractor will use 
it as a basis for renegotiating a better 
price. Certainly, distributors know 
that they can’t get a price from the 
manufacturer. It seems that many 
manufacturers are of the opinion that 
the distributor cannot be trusted to 
handle certain close-in negotiations. | 
believe if a manufacturer has 
distributors who cannot be trusted to 
handle such negotiations, he should 
get rid of them and get some new ones 
that do. Too frequently the manufac- 
turer attempts to handle the close 
negotiation for the big job directly and 
usually—the record shows—winds up 
fumbling the ball and bungling the 
job. That’s a fact! 

There is no marketing organization 
more costly to the manufacturer than 
a distributor through whom the man 
ufacturer can’t make money. On the 


Z other hand, distributors cannot afford 
a A L WV A N f t D to do business with a manufacturer it 
they can’t make money on him. It’s 

a two-way marketing street and the 

ty T - & L » T R sooner we develop greater confidence 
in it and each other, the sooner we'll 

be able to share together in pushing 


Stringing lines over woodlands or difficult terrain is an expensive this great industry to new heights 


initial operation. But maintenance, too, can be costly unless the guy 
ind messenger wires have the strength to withstand severe storms New Electric 
ind the corrosion-resistance to assure long, trouble-free service. * + 
Heat Organization 
lo meet these requirements, CF&I carefully controls every step in PORTLAND. OREGON The 
lrawing, galvanizing and stranding its Galvanized Steel Strand Northwest Electric Heat Association 
luxtreme care in cleaning and galvanizing produces a heavy, tightly organized to form a_ better under 
bonded coating of pure zine that provides maximum protection standing of electric heat, is being 
iwainst corrosion. CF&I Strand meets or exceeds ASTM Specifica formed in the Portland area. Its 
activities, in addition to Oregon, will 
cover the states of Washington, Idaho 
and Montana 
Your nearest CF&l representative will give you full details. Call The new group takes over the 
him today activities of the former Portland 
Electric Heat Association. Accord- 
. ing to the temporary chairman of 
\, the new organization, Milt Van Zan 
GALVANIZED STEEL STRAND ! ten, Swan Mfg. Co., elections ot 
THE COLORADO FUEL AND IRON CORPORATION yy permanent officers will take place in 
the near future. Membership is open 
to any firm engaged in the manufac 
ture, distribution, use, energy supply 


tions A-122 or A-363, or can be made to meet customer specification 
n seven- and three-wire constructions. 
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Albuquerque * * Atlanta > B gs * Boise * Boston + Buffalo * Butte * Chicago + Denver * Detroit + Ei Paso 
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ent interlocked Armor Cable 
or GALVANIZED STEEL 
provides a flexible metal-en- 
d method of wiring for power. Speed 
phon of installation are the prin- 
ipal advantages of these cables since 
they can be placed on easily hung racks 
'dittached to building surfaces. Maxi- 
m current carrying capacity is secured 
‘the use of the varnished cambric in- 
/ Fot outdoor or damp location 
allation, it is furnished with SYNTHOL 
NOUS SHEATH between the insu- 
ed conductors and armor, as illustrated 


























xa Path Varnished Cambric_ insulated 
~ ¢enductors are thoroughly protected by 
a we ae ious Sheath of tough thermo- 
plastic which is highly resistant to mois- 
- tufe, alkalies, acids and oils. This cable 
shows attractive savings when strung from 
“messenger cables or in troughs outdoors 
or between buildings. 

ae Crescent interlocked Armor Cable 
. also available with buty! rubber insulation. 
“8, 













ae INSULATED WIRE & CAGLE Co., INC. 
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INDUSTRY-WIDE PROGRAMS 





> s =" EEI Getting Set 
It’s easier 4 to Unveil New Program 


to stock “ A* ALL ELECTRIC living program 


focused on one basic objective 

to sell more electric appliances, more 

just ONE ™ » wiring and more lighting in Amer- 
i ican homes—will be launched as a 

line ee a. 7 national leadership program to aid 
local ones, in the early part of 1959 

by the Edison Electric Institute. Ac- 

cording to EEI, the plan offers to 





the entire electrical industry a chance 
to work together with a common pur- 
pose and plan; an opportunity for 
more sales and greater profits to those 
who make, distribute, sell, install, 
service and provide the power 1or 
all kinds of electrical equipment 
The program is a long range sell 
ing plan that will aim to spotlight the 
benefits electricity brings to modern 
living as compared with other forms 


of energy and fuel 


What's the Plan? 


Three phases go into the makeup 
of the selling plan 

e The sale of more electric ap 
pliances in new and existing homes 

e The sale of more wiring capac 

in new and existing homes. 

e The sale of more and _ better 
lighting in new and existing homes 

One basic idea is to be driven 


home—to create the desire and ac- 


It’s PROFIT- WV Ise , | if VWs | tivate an urgency to buy and that’s 
to stock. ~~ Fee Live Better Electrically. It’s been 


used many times before but now it 





will have a high frequency range of 
repetition, says FEI 


How and Where? 
The proposed plan, or program, 
vill also tell the public where and 
how better electric living can be ob 
You get more than a quality line when you handle tained. Three routes will be taken to 


accomplish this: (1) step up the sales 

Channellock pliers. You get the line with the best of electric living and electric aj 
seller of them all. . . the Channellock No. 420. re eye the \ppl papi 
eCdadalililo ome program, ys on- 

Hundreds of thousands of this one plier alone are tinue to increase wiring capacity of 


homes through the “Housepower” pro- 


) 


sold every year by tool suppliers all over America. 


gram, (3) sell more lamps and light 
That’s why these same suppliers tell us ‘‘It’s = fixtures through a “Light fot 
iving progr im 


easier to stock just one line of pliers. We find it e Appliance and Medallion Home 
. ” The first part of he ‘59 progr 

profit-wise to stock the complete Channellock line ‘elias ined Shondiieae Wena 

You will, too. Send for our new catalog. will be pointed at the following tar- 


, 
gets 


e Create an ‘all-electric climate.’ 


© Sell = electrical benefits (see, 
CHAMPION DeARMENT TOOL COMPANY en. You Cox Mecca oe. 
mote NEW ] 58) of electrical 

MEADVILLE, PENNSYLVANIA products 


e Establish selling events through- 


out the year so you and your cus- 
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pace You Can Always Rely On RACO 


ADJUSTABLE BARS 


/ QUICKLY POSITIONED 
VY EASILY INSTALLED 
V SAVES TIME 



















NEW STOP-LOCK 


Prevents bar from slipping apart accidentally 


Permits separation of bar if desired 


SELF-GAUGING 


SERRATED NAILS ARE 
PRE-ASSEMBLED TO THE BAR 


Ready for immediate installation 


No hunting for nails 





SHALLOW OFFSET DEEP OFFSET 


Place gauging lug agains Straighten gauging lug 


Vv EXTRA STRONG a 8 6§=—M3 li rn 
THE ONLY BAR ON THE MARKET WITH 
RIGID “MA’’” CONSTRUCTION 


RACO Adjustable Bars have been vastly 
improved. Note these extra advantages... 
pre-assembled serrated nails for easy in- 
stalling ... self-gauging lugs for fast posi- 
tioning .. . friction stop-lock that prevents 
bars from accidentally slipping apart. High 
quality electro-galvanized finish. Write 
today for new bulletin describing these ONLY 4 BARS DO THE WORK OF 16 
superior Raco Adjustable Bars. Simplifies stoc!. control requires less investment 


in inventory. Two sizes fit most every job 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 
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INSULATED 


NON-STAINING 


NON-CORROSIVE 


3-WAY MOUNTING 





CE? 3-WAY MOUNTING 
LIGHTING 


FIXTURE 
for Today’s 


STYLE-WISE 
PRICE-WISE 


market ! 




















—Horizontally 





—Vertically —On the ceiling 


No. 192—A 


compliment the styling of modern constructio: 


wasp-Wwaist fixture designed 


The symmetrical design of this fixture makes it 


equally attractive when mounted verticall 


horizontally or on the ceiling 


No. 190—A traditional bracket lantern in a 
refreshingly new style. The grid design on the 
black 


frosted globe accentuates the glossy 
finish of the one piece molded fixture 














U. L. Listed 


POST LANTERNS too... 


No. 200—A smart blend of old and new designs. 


The frosted “prismatic” globe provides a soft 
diffused light. The threaded globe and base 
plus a gasket protect the lamp holder from 
Non-metallic base 


makes the fixture rust and corrosive proof 


bugs, dust and moisture 


UNION INSULATING CO. 
Parkersburg, W. Va. 


tomer can take advantage ol the nal 


ural buying trends 

e Draw industry-wide support 

e Provide 
action. This makes the national pro 
gram stronger. 

[wo major national media will be 
used to get these five points over to 
the public. They are: daytime net 
work television and 
sumer magazines The 
wholesaler can cash in on the sales 
impact because he will be able to in 


a platform for local 


national con- 
electrical 


crease dealer enthusiasm for special 
promotions by pointing out the na 
tional 
he can also build more electric busi 


power of the program, and 
ness because the program adds tre 
virtue of its 


to the pre sell 


mendous weight—by 
level of coordination 
ng of customers on all-electric living 
The second phase ol 


Housepower or wiring 


e Housepower 
the program 

looks ahead to the following ob 
jectives: 

e Continued mass education 

e Provide national backdrop for 
local action 

e Induce igain 
support 

e Help contractors build _ thei 


industry-wide 


own programs 

The national 
tiled to be kicked-off during National 
Electrical Week It is supported by 
he National Wiring Bureau program 
e Light for Living—According to 
EEI, the new Light for Living pro 
vram marks the first time in the his 
tory of residential lighting that the 


promotion ts sched 


ndustry has a unified, national pro- 
gram to create a great demand fol! 
lighting equipment. It is designed to 
bring people to the retail stores and 
sell more and bette lighting to homes 
e Three Key People—The program 
involves three important audiences 
student architects (who'll enter a home 
designing contest run by EElI); adult 
teenagers of high 
ll be given 


consumers and 
school age They also 
an opportunity to compete in con 
tests 

Across the board, the above long 
range, three-phase program will be 
expected to build more sales because 


Medallion 


and Housepower programs. Too, it 


it ties in with the 


establishes a hard core of future arch 
itects, and creates increased awareness 


and publicity 


Electrical Sales in ‘59: 
$372 Million over 1958 


NEW YORK—A rosy, electrical 


industry profit picture was painted 
recently at the utility sales executives 
conference in Louisville when Robert 
E. Ingmire, manager, industry activi 
ties for LBE, stated that electrical 


equipment and appliance sales in 1959 
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"16H guaiity: 


CABLES 


VMiake Satisfied 


THREE TYPES : 
AVAILABLE: Customers 


Because Whitney Blake specializes in the 
manufacture ot high quality wires and cables, 
you can be sure your customers will get long, 


efficient service from WB Station Control Cables. 


Rubber insulated and PVC insulated types are 
rated at 600 volts; polyethylene insulated types at 
1000 volts. All are manufactured to IPCEA 
Specification S-19-81. They are designed for 


aerial, duct or direct burial installation 


For information on special constructions talk to 


your WB representative or write us direct. 


Well Built Wires Since 1899 


{ WHITNEY BLAKE COMPANY 


SE ; a) 
NEW HAVEN 14, CONNECTICUT 
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could exceed those of 1958 by some 
$372 million—if merely 142% of the 
nation’s 20-million older homes owned 
by those in the middle income brack- 
ets were to be modernized to meet 

Medallion Home standards 
e A Classic Example—Ingmire stated 
y that “the promotional wallop of a 
WITH SILVER-PLATED FUSES united electrical industry has been 
classically illustrated by the outstand- 
ing success of the Medallion Home 
program in the new home field. The 


~ 


20 thousand new 





original target of 
Medallion Homes in 1958 has already 
® exceeded 250% a total to date of 


ime delay 70,000 Medallion Homes 


e 4,900 Strong—Continuing, Ingmire 
R, bi s* put teeth into his address by declat 
enewanie ing that, “about 4,900 new home 
builders are now signed up for the 
program. Top this off with the fact 
the 234 utilities have set Medallion 
standards for wiring, lighting and ap- 
pliances 
e Here’s How—Four keys to pro 
motion were listed. They are 
e Establish Medallion Home plan 
ning center at local utility 
J e “One-stop dealer contracts 
Both knife-blade 
and Ferrule types for 
250 and 600 Voit tomer 
circuits, from 0 to e Intense promotional activity co 
600 Amps. ordinated with the seasonal modern 
izational activities 


simplifies home modernization for cus 


e Consumer incentives 
“One salesman selling the all 
electric medal homes concept to 60 
builders,” said Ingmire, “can increase 
utility's power load as much as 20 
Shawmut ‘“‘t-d’”” Renewables have the best time delay characteristics salesmen whose promotional selling 
of any renewable fuse. The t-d link gives maximum time delay protec- efforts with dealers have resulted in 
tion in the higher current ranges as well as in the overload zone. sales of 400 dryers more than normal.” 
Short-circuit operation is instantaneous, along with a reduction in 
the rate of rise of recovery voltage. The t-d link notches blow one 1959 Commercial Wiring 
after the other with rheostat-like action. Program Now Underway 


NEW YORK—Residential wiring 
promotion by the National Wiring 
" . . ame an . . . < 
Precision-made. No soldered, welded or steel parts. Simple, sturdy, oe aimed at rs, ing Contractor 
. . ta > advantage of the growing mal 
dependable. Easy to install, take apart or renew. Interchangeable links, Te ea ae gitae Aheces 


“7 ? . ket for residential wiring moderniz: 
renewable parts. Large silver-plated contacts. Adequate 2-way venting. vegagsolititage 2 ee ee 


tion, was launched in last month’s 
issues of the electrical contracting 


trade 


nress 
t 
fhe commercial wiring program, 


; ’ ; ; ' directed to both customer and indus 
Complete fuses and or renewal links are available for either 250 or try will begin soon after the first of 


600 V circuits; in ferrule ratings, from 0-60 Amps.; in knife-blade the year 
ratings, from 70 to 600 Amps. e Residential—The residential por 
the program will ve rwa\ 
Order now or ask for t-d Bulletin 500 tion of the program will get underwa 
The Chase Shawmut Co. 195% with a campaign to tie the local elec 
trical contractor to the Edison Elec 
tric Institute’s Spring Housepower 
advertising campaign. To implement 
tHe CHASE-SHAWMUT co. wivertising. campais 
§ $ the national promotion on the local 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Subsidiary of 1-T-E CIRCUIT BREAKER CO. Philadelphia, Pennsylvania 


contractor's level, the bureau will dis 
tribute a Housepow impaign guide 
and newspaper advertising mats to 
viii oii» help contractors and others tie-in with 
yt  & e z the advertising, as well as a new con- 
7 : Lf “S sumer mailing piece called “How’s 
Tri-onic ~td.. ¢-@-T TRIONET ove D-H rue Your Housepower? 


k TH / 
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your customers 
need amplex 


TROMBOLITE 


From Amplex...the dramatically new Multi-Purpose Lamp 
that balances Incandescent and Fluorescent Light Sources! 


( 
ee Pr 

>? 

Ur 


yx the ull i ation anda sam deri 
AQ amplex corporation, Dept. Glen Cove Road, Carle Place 
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INCREASE PROFITS, SPEED UP WORK SCHEDULES 
WITH GREENLEE KNOCKOUT TOOLS 





( 

iy 
i) 
: 


“—— > F " 
(9 FAST 
Ball Bearin i > 
NEW... Ratchet Knock-out earing Drives 
Reduce friction, minimize 
' ’ 
Driver G6 Times Faster! GERRI Ne “eG ap 
Antifriction fast-lead thread gives super-fast cutting by operate GREENLEE knock 
hand. Ball bearing high-leverage ratchet action — easy out punches with wrench 
operation of all GREENLEE Knockout Punches for '2” - 3” There is a ball bear 


conduit. Comes in metal box —- No. 1804 without punches; ing drive to fit every 
N 1806 with punches, /2 GREENLEE punch 

















GREENLEE has the right 
knockout tool for every job! 





Make openings in seconds 
with the GREENLEE hydraulic 
knockout punch driver! 
No. 7646-A Hydraulic Knockout Punch 
Driver is a lightweight, portable unit 
specifically designed for driving all 
standard Greenvee knockout 

tons of ram 
pressure for high-speed cutting 
through metal up to 10-gauge. The 
me driver operates all sizes of knock 
out punches for !5"- 5" conduit 
Comes 1n a Metal Carrying case 
Handy sets include up to 10 GREENLE! 


Knockout Punc h 


Which of these handy sets can save you the most? 


: 
‘™, o90\0 — au 
No. 7646-A 





. (im | ’ ——— j 
- i ~ 
—— P 
Famous GREENLEE Knockout Punches 
de ys all s dard juit sizes 7-63 Fast 
s re } rhe 1 p ] gauge Every cut is 
ui ind r slug f s free in die you just tip it out 











GREENLEE GREENLEE TOOL CO. 


1798 Columbia Avenue, Rockford, Illinois 





e Commercial [he commercial 
wiring half of the bureau’s activity 
is directed towards the customer as 
well as the electrical contractor. It 
will be started with a new consumer 
brochure entitled “The Big Difference 
is Planned Profit Power.” Other ele- 
ments of this program include the 
production of new self-mailers, ad- 
veriising mats and truck panel decals 
for contractors to use in their cam- 
paigns to potential customers 


LBE in W. Va. Sets Fire 
to Sales: Zoom Up 56% 


NEW YORK—Live Better Elec- 
trically in Huntington, W. Va., cele- 
brated via the mayor of the town’s 
proclamation (Nov. 2-8), increased 
electrical sales 56% over a “normal” 
week's period, according to officials 
of the Applachian Power Co., spon- 


sors of the event 


e Promotional Highlights——Here are 
some more ideas you may be able to 
incorporate into your NEW schedule 
The special week out in Huntington 
included an LBE parade, publication 
of a 14-page newspaper supplement, 
“Operation Dream House” seminars. 
kitchen tours, Gold Medallion Home 
showings and Give Better Electrically 
appliance dealer promotions 

e Something Unusual—One company 
ran a three-day sale of 250 appliances 
from the auditorium of the local util- 
ity. The parade featured eight high 
school bands from surrounding com- 
munities plus an LBE queen, two 
attendants, and nine “runners-up” for 
the queen’s title. The mayor (an ap- 
pliance dealer in private life) hailed 
the promotion as an outstanding com 
munity event which “should be an- 
nually declared.” 


PEOPLE IN THE NEWS 





Walter E. Watson, vice chairman, 
Youngstown Sheet and Tube Co., 
Youngstown, Ohio, retired after 45 


years of service 


Arthur C. Brydle, appliance sales 
manager, Graybar’ Electric Co., 
Allentown Pa retired Dec. 31 


Frank B. Murray has been ap- 
pointed to the newly created position 
of western regional manager for the 


Murray Mfg. Corp., Brooklyn, N.Y 


Lawrence Maechtlen has been 
named to the newiy created post of 
executive vice president, Square D 
Co., Detroit, Mich 

Edward D. Tillson, engineer and de- 
veloper of illuminating equipment 
has been named consulting engineer 
of the Lighting div. of the Appleton 
Electric Co., Chicago, 
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IMPROVED 


TRIPLO 


CONNECTORS 


THE SINCE 1897 
PYLE-NATIONAL 
COMPANY 
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Industry's most adaptable—most versatile general duty 
plug and receptacle line . . . for power, control, electronic 
and thermocouple circuits in U/L circuit breaking ratings 
up to 20 amperes 250 volts, D.C.—460 volts, A.C. 


Pyle-National’s Triploc is the finest line of connectors on the 
market today, in its electrical rating and general application 
class. In the Triploc compact size and price range, no other 
connector can approach its rugged construction for industria! 
service ...or equal the hundreds of optional shell assembly 
combinations possible with the standard 1 to 12 pole inter 
changeable and reversible contact inserts. Combinations up to 
48 poles are easily assembled in enlarged shells which gang 
2, 3 and 4 standard inserts. Water-tight shells also 2-wire 
and 3-wire fusible plugs are available. 

New, Enlarged Wiring Space. Triploc’s cadmium plated, 
pressed steel shells are of strong, low-weight design and provide 
ample wire terminating space for all inserts. 

Self-Locking Triploc Plugs are available with automatic cord- 
strain release or with manual twist release only 

Wide Choice of Wire Terminals. Contact inserts are available 
with binding screw terminals— back wired, side wired, or pres 
sure eyelet type; solder well type; crimp type. 

Midget Triploc Round Prong Series is available in 2, 3 and 
4-pole ratings of 20 amperes, 125 volts A.C.; 15 amperes, 125 
volts D.C.; 10 amperes, 277 volts A.C. 


Sold nationally through authorized distributors. Write for bulletin 1252-B-C, 
WHERE QUALITY IS TRADITIONAL 
1352 North Kostner Avenue, Chicago 51, Illinois 


Branch Offices and Agents in Principal Cities of the U.S. and Canada 
Railrood Export Department: International Railway Supply ¢ 30 Church St.. New York 7, N.Y 
Industrial Export Department: Rocke Internation Corp., 13 E. 40th St. New York 16, N.Y 
Canadian Agent: The Holden ( Lid., Montrea 


CONDUIT FITTINGS - MOTOR CONTROLS - SWITCHES - LIGHTING FIXTURES - FLOODLIGHTS 
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HOW TO MAKE 
BETTER 
ENTRANCES 


... choose 
Heinemann 
indoor service 
entrance 
equipment 


Easiest route to a successful wiring installation is through a 
Heinemann indoor service entrance unit. 

Easiest, because Heinemann equipment is built with the installa- 
tion in‘mind. Boxes are quickly mounted . . . there are plenty of 
knockouts . and ample room in which to spin a screwdriver with- 
out skinning knuckles. Yet the unit is compact, occupying less than 
half the space required by comparably rated fused safety switches 
and costs little more | 
_ Successful, because the Heinemann circuit breakers inside em- 
ploy the most dependable type of operation ever devised 
hydraulic-magnetic actuation. Heat never affects the rating of the 
Heinemann magnetic sensing coil . . . you can locate the breakers 
next to steam pipes if you have to. Hydraulically-controlled time 
delay prevents nuisance tripping. 

Heinemann’s simple two-position handle means the breaker is 
always clearly ON or OFF, never at a confusing intermediate position 

It all adds up. To fast, easy installations. To satisfied customers 


Heinemann Series XH9000 
Indoor Service Equipment 


¢ For main service entrance o1 
motor or power circuits 
Holds one two-pole Compan 
ion rrip breaker SO to 100 
amps 
Has & knockouts 
Flush or surface mounting 
Measures 13'4” H., 6 W 
34, D 
Heavy-gauge teel, grey baked 
on enamel 
Listed by Underwriters Labs 
In 


Want more information? It's available in Bulletin 1000, a handy 24-page 


illustrated catalog of the entire Heinemann enclosed equipment line 


ELECTRIC COMPANY | 


152 Plum Street Trenton 2, N. J. 
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Bierce Welch has been added to 
the sales staff of I-T-E Circuit Breaker 
Co., Phildelphia, Pa. He will also 
sell products of the Walker Electrical 
Co.. Inc., Atlanta, Ga., an I-T-E 
subsidiary. John Thayer has been 
added to the New York district office 
C. L. Roberts has been appointed to 
the sales staff of the Minneapolis 
district office. James A. Reimholz is 
the new man on the sales staff in the 
Los Angeles district office. William 
H. Harman, Jr., is product sales man- 
ager in the Transformer and Rectifier 
div. Fred R. Warburton, Jr. is now 
with the New York district sales office 


Will Turner, formerly district sales 
manager of the southwestern div., 
Progress Mfg. Co., Inc., Philadel- 
phia, Pa is now director of sales 
[he new office of national sales man- 
ivel has been filled by William , 
Steele. 


Dean C. Omans has been ap 
pointed field sales representative for 
the Whitney Blake Co., New Haven 
Conn. He replaces J. L. Hodges in 
the territory which includes Minne 
sota. North and South Dakota, West- 
ern Wisconsin and eastern Montana 


Allerton J. McEwan has_ been 
elected vice president sales, Rawl- 
plug Co., Ine., New Rochelle, N.Y 


Fred J. Bertolone has been ap 
pointed San Francisco district sales 
manager of All-Brite Fluorescent Fix- 
tures, Inc., San Francisco, Calif. He 
will integrate sales, engineering and 
service in northern California 


Charles P. Greenlee has been 
named manager, manufacturers prod 
ucts sales, American Steel & Wire, 
div. of U.S, Steel Corp., Cleveland 
Ohio. Edmond J. Walsh leaves Cleve- 
land to become the new manager ol 
sales in the Detroit office 

Paul E. Morgan, has been appoint 
ed the midwest regional manager ol 
BullDog Electric Products Co. George 
A, Fassnacht has been appointed 
manager-du syste! for the com 


pany vith headat I S n Detroit 


SALES REPRESENTATIVES 





Supro Lux Mfg Co., Inc., New York 
N.Y innounced 
Art Mark Associates, Inc 


the appoint 


Ves 


Chester Cable Corp., Chester, N.Y 
has announce the ppointment olf 
Co to handle 


ind 4 ible 


the Paine “ ddiso1 II] has 
idded_ the ollowing uur representa 
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tives for sales in 1959: 
Bill Crichton & Associates, River- 
view, Fla. 
Berry-Elsberry, Atlanta, Ga. 
Galvin Sales Agency, Houston 
and Dallas, Tex. 
W. W.. Hasbrouck, 
N.C. 


Charlotte, 


Murray Mfg. Corp., Brooklyn, N.Y. 
has announced the appointment of 
three representatives to its representa- 
tive staff in the western states. They 
are: 

Gaer Sales in Denver for 
Utah, Wyoming, New Mexico, and 
parts of Idaho and Nebraska 

Ralph L. Mooney, Phoenix for: Ari 
zona and Lincoln and Clark counties 
in Nevada. 

Blakeman_ Bros., Los 
southern California 


Colorado, 


Angeles for 


The Arrow-Hart & Hegeman Co., 
Hartford, Conn., has announced the 
following appointments to its sales 
representative staff: 

Paul Mulligan in the Cleveland 
Ohio office. He replaces W. H. Kaesa 
who has been transferred to the com 
pany’s New York office 

Patrick 
North Carolina, Virginia and eastern 


He will replace Paul Mul 


Burgoyne, who will serve 


Pennessee 


ligan 


The House-O-Lite Corp., Chicago, III.. 
has announced 15 
representatives in seven states—the 
East, Middle West and Southwest 

In the Southwest, the George I 
Anderson Co., Dallas home office is 
represented by Geo. E. Anderson. ¢ 
D. Williams, Howard Butcher, Bar- 
ney C. Coates, D. J. Person, Jr., Vern- 
ald M. Schnell, and Wm. J. Webb. In 
Houston, Fred A. Peck and Mark J 
Robinson. In San Antonio, Robert ¢ 
Gryder. In Memphis. Lawford Jack 
Roane. In Metairie, La., W. W 
Wheatley. In Oklahoma City. Robert 


Gee 


additional sales 


OBITUARIES 





William R. Sorgel 


William R. Sorgel, 74, founder and 
president of the Sorgel Electric Co 
Milwaukee, Wisc., 
of a heart attack at his home 


died unexpectedly 
Thurs- 
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1, ONE PIECE FRAME 
WITHOUT WELDING 
MARKS. 


2. New torsion spring 
hinge frame opens 
with touch of finger 
clocks fost. Ample 

for relamping 


3. Fibre glass gaskets 
prevent light leakage. 


4. Frame attachments 
are invisible. Torsion. 


patent tte 


spring frames keep Lp : 


ceiling line flush. 


Wy, 
pn Z 
Ati 


Superior lighting design and 
construction plus low cost make 
Atlite the value line in 

recessed fixtures. 


7 Finishes—Chrome ... Copper... 


Brass ... White...Grey... 
Satin Aluminum Anodized... 
Satin Black Anodized. 


6 Glass Designs 


Plus 


Asbestos lining .. . highest 
efficiency reflectors .. 
spring tension lens clip that 
cushions glass while 
holding it firmly in position 


Union-made, U.L. Approved 


Installation is « asy with 
Atlite Pre-Wired Box and 
Adjustable Bar Hangers: 
Just pull ‘R’, ‘T’, or ‘TW’ 
wire directly into J-Box 
No asbestos or slow burning 
wire required 

No additional pull boxes 
necessary. Pre-wired box 

is always accessible. Bar 
hangers eliminate framing-in 
Housing is easily 

centered after 


nailing up hangers 


Send for 
NEW ILLUSTRATED CATALOG 
of the complete ATLITE line 


: 


LEC TRIC rr 


315 Ten Eyck Street, Brooklyn 6, New York 





day, Nov. 27, 1958 

Mr. Sorgel was born in Albert Lea, 
Minnesota in 1884. In 1915 he found- 
ed the Sorgel company. For many 
years he was a chairman of the trans- 





former group of the National Electri- 
cal Manufacturers Association and 
also served as a director of the Na 
tional Electrical Contractor’s Associa 
tion, Milwaukee chapter 


Philip Gough 
Philip Gough, president of Gough 
Industries, Inc., Los Angeles, died 
Dec. 5, 1958. Funeral services were 
held Dec. 8 and interment was in 
Forest Lawn Cemetery 

Mr. Gough acquired controlling 
interest of Gough Industries, founded 
in 1912, in 1928 and has been presi- 
dent since that time 





Georg‘a Distributor 
Elected to NAED 


NEW YORK—tThe Albany Elec 
tric Supply Co Albany, Ga., has 
been elected to membership in_ the 
National Association of Electrical 
Distributors 


VENTILATING FANS Sees 
and RANGE HOODS! Bitesenseeere 


growth outlook for electric heating, 
a recent report points up the follow- 
NEW LEIGH VENTILATING FANS are beauties to see, snaps ing figures: electric resistance heat 


to install and cinches to sell! Just look at all these “buy me” will move up from an_ estimated 





features 321,000 homes in 1958 to 1 million 


* Advanced design, one-piece grilles * Sparkling triple-chrome in 1960 and 3 million in 1965. 


finish * Ceiling, wall and multi-position models * Bathroom fans rhree 
with or without lights * A host of built-in features for competitive were given 
price advantage ® All built to famous Leigh standards * All fully e Wider consumer acceptance 
guaranteed for five years e Cost and equipment are no 


reasons for the growth 


; longer big obstacles 
NEW LEIGH RANGE HOODS give you the same strong edge e Bigger and better promotion 


in appearance and performance with these distinctive advantages: 
5 


* Outstanding modern designs * Stainless steel, antique copper or Electrical Signaling Sales: 

coppertone enamel finish ® Full range of styles and sizes * Concealed A 72% Jump in Ten Years? 

light fixtures, ‘‘push-button"’ controls and fans all factory-wired to 

outlet boxes * All guaranteed for five years. NEW YORK—According to R. 5 
Edwards, president of the Edwards 


PRICES and full details available on request. Co. Norwalk, Conn., sales in the 
Also FREE CATALOG of a// Leigh Building Products. electrical signaling industry will jump 


72 in the next 10 years to $430 
million a year. He said that the elec 


\7 


LEIGH BUILDING PRODUCTS : cal nagear waged making ype Baad 
D eile & 


the sales electrical 

on of Air Control Products, Ini 
2958 Lee Street Coopersville, Michigan 
In Canada: LEIGH METAL PRODUCTS LTD., 72 York St., London, Ont 


See yout supplie or write to us 


equipment, and is attempting to 
interest distributors in the potential 
of this growing market.” 


Coast Distributor 
e VA BUILDING PRODUCTS Elected to NAED 


Awnings & Canopies Outdoor Accessories 
ez Ca? Closet Accessories Aristocrat Mail Boxes NEW YORK—Buena Park Whole 
Fz oy Full-Vu Bi-fold Doors Ventilators sale Electric in Buena Park Calif 
4  / Ventilating Fans Range Hoods has been elected to membership in 
Folding & Sliding Door Hardware the National Association of Electrical 


Distributors 
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CALENDAR OF EVENTS 





JANUARY 


Live Better Electrically: 3rd Annual 
Women’s Conference 

Edgewater Beach Hotel 

Chicago, III 

Jan. 8-10 


National Housewares Exhibit 
Navy Pier, 
Chicago, Ill 
Jan. 12-16 


National Association of Home Build- 
ers 
Coliseum, Conrad Hilton. Hotel 
Sherman 
Chicago, Ill 
Jan. 18-22 


Industrial Heating Equipment Asso- 
ciation, Inc. 

Cleveland, Ohio 

Jan. 19-20 


Plant Maintenance & Engineering 
Show 

Public Auditorium 

Cleveland, Ohio 

Jan. 26-29 


American Society of Heating and Air- 3 3 sizes, maximum jaw openings, across flats 
conditioning Engineers, Inc. No. 11, 1%"; No. 17, 2"; No. 25, 3% 
Annual Meeting and Exposition 
Philadelphia, Pa 


Jan. 26-29 


Fast-Selling Master of Nuts & Bolts 


FEBRUARY 
Home Improvement Products Show w =I - I 
Coliseum ; $ 


New York. N.Y 


bares ELECTRICAL WEEK Hex Wrenc re 


FEBRUARY 8-14 


Electrical Associates, Inc. Wide-open fast-action multi-sided grip 
NEW Luncheon on every hex, square and flathead! 
Sheraton-Astor Hotel 
New York. N.Y OA Quick adjustment tays to size 
Feb. 12 this new Hex Wrench goes on easily, 
i aA won't slip off—harder you pull, the 
Pacific Coast Electrical Association, tighter it grips no more skinned 
Inc. ' knuckles or rounded nut shoulders! 
ery eoteay a Conterenc . Narrow jaw for close quarters 
t : : 
we lamerumaiaenry Famous RIGatD heavy-duty design, 
San Francisco, Calif +4 
apie guaranteed housing, comfort - grip 
Feb. 12-13 ' 
handle. Three izes 
nuts. The better too 
Convention ee have long been wanting 
Leamington Hotel Got the — everywhere prove rae 
Minneapolis, Minn name on iW... of new RIGalIbD Hex Wrenche 
Feb. 22-25 Okay, send us outa 
ie hes set of all 3 sizes!” 





Upper Midwest Electrical Industry 





15th Annual National Wiring Sales 
Conference 
Jung Hotel 


New Orleans, La 
Feb. 26-27 THREADED PIPE... /t's Tight... it’s Best... Costs Less! 
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Flangeless Screw-Cover Lay-in 
Wireways and Fittings 


Flangeless Hinged-Cover Lay-in 
Wireways and Fittings 


It pays to figure on 


KEYSTONE 


wiring installation equipment 


aeey, 


You name it—Keystone ha 

complete line of quality 

equipment ivailable 

shapes and types of U1 

auxiliary fittings, cabinet 

losure 

What 

iob that wna 

Keysto vil y provide tor ¢ Type SC and FC 

closure r eet your act m ! Screw-Cover 
Pull Boxes 

In addition, you'll save 

Keystone becaus 


warehouses assure you of getting hat yo EA) 

Vvare uses a ‘ ‘ Type A Hinged-Cover © ) \ 

rank clone coral al rane +t ~ \} 
ant r iy you i Surface Cutout Boxes 


Single and Double Door 
Current Transformer Cabinets 


Type PF and PS Telephone Cabinets 


3 NEW CATALOGS. | alete iniormation onthe > 


entire Key juality line. Send f ir free set today! ” 
he 


EYSTONE MANUFACTURING COMPANY i 


23328 Sherw yod Road . Warren, Michigan = 





ASSOCIATION NEWS 





NEWARK, N.J.—Sixteen past presi- 
dents were honored by the Essex 
Electrical League, Newark, N.J., on 
Nov. 6, 1958. The event took place 
at the annual election luncheon at 
the Military Park Hotel in Newark. 
Past presidents and others attending 
were: John Long, manager, General 
Electric Supply Co., Chairman of the 
Wholesaler div.; Granville White, 
1957 president; Arthur L. Davis, 1955 
president; James Hanbury, 1951; 
Ralph Morison, 1945-46; William A. 
Shaw, 1940; Arthur Lunn, 1936; 
Harold Litchfield, 1932; Richard Os- 
good, 1937; Ken Larabee, program 
chairman; Frank Sweeney, 1956 presi- 
dent; James Kennedy, 1954; Howard 
Snow; Emil Heidt, 1942; Thomas 
Hunter, 1941; Ben Golden, 1939; 
William Davis, league’s first secretary; 
Edward White, 1931 president and 
Bob Johnson, 1958 president. New 
president for *59 is Charles Patterson, 
Buhl & Caffrey, electrical contractors. 
Joseph P. McCarthy, Graybar Elec- 
tric Co., is the new vice president. 
Kenneth ¢ Larabee, General Elec- 
tric Co., is treasurer, and Joseph A 
Rockefeller IS assistant secretary 
Joseph J. Feehan, manager, Westing- 
house Electric Supply Co., was elected 





We stock 
every conceivable 
type and size of 
ELECTRICAL WIRE 

and CABLE 


IMMEDIATE DELIVERY 
WRITE ¢ WIRE + PHONE 


EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 
POplar 9-0400 
TELETYPE: PH 913 
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to the executive committee along with 
Milton Nadelberg, secretary, Light- 
ning Electric Service Co.; William ‘a e : 3 Cc # E Bs «i YY 4 8 


Winterton, Westinghouse — Electric 

Corp., lamp div.; Nat glowstein, 

president, General Lighting Products 

Co., and retiring league president, hy ~ 
Ellwood Johnson. when your tool is a 
OHIO—Graybar Electric Co. recently 

sponsored a program at the Electrical 

League of Eastern Ohio luncheon, in 


which Ed Hulme, executive assistant Fif fk : 
for the Youngstown area Chamber of itty years of know-how are behind 


aes its design and construction. NYE 
tools are known the world over for 
dependable performance. What's 
more, NYE tools are all guaranteed. 


Commerce spoke on “You and 
Community.” The refund was won by 
Sylvester Schultz of Graybar 


DALLAS—tThe Dallas Electric Club 
has had some big doings lately: last 
Oct. 3, the Lamp div., of the General 


Electric Co., with R. L. Oetting in Onigiual 4 POINT 


charge, presented, “The Lighting 

Boom—are You Ready?” The speaker “7 P ‘7 ~ ’ 

was R. T. Dorsey, in charge of com KNOCKOUT PUNCH 
mercial lighting activities for the Hand or Hydraulic Operated 
company. On October 27, Cecil Ross Fastest burrless punch on the market. 

of the Graybar Electric Co., made Easiest to use, slugs drop out without 
arrangements for a joint meeting with prying. 

the Dallas Council of the Navy 

League. Vice president Lamar W 

Mcleod of Westinghouse Electric 

Corp., and manager of the firm's 1’ to 2” 

southwestern region, delivered a talk 

on Nov. 3 entitled: “How Big—How 

ipi 
' k 


MPmiwvil 


Has all the important features. 


f Fast Ask for 


rewind knob 


demonstration 


COUPLINGS, | taveauny ve cance P 


2 Self aligning—eliminates spirals 
because of original out-rigger 
design. Note: Long sleeve for 
protecting thread of tool when 
using a power unit. 


for right—tight connections ‘ plies een 

ate tapping. careful ct fering Sr’ ; NYE TOOL COMPANY 
Accurate tapping, carelul chamlering Jt set Wt: Gidhasten herd 
and rigid inspection combine to give : Chicano 39, ilic 
users completely satisfactory installa- with built-in bender 
tions. Conduit Couplings are hot-dipped and pipe rest 
galvanized or black cnameted - . are Full range at 
available in all sizes from '»" to 6”. Sizes ; te oh 
1,” to 2” are conveniently packaged at sizes “*# thru 
no extra cost. Shipped promptly from 4". 
factory or from one of ten strategically 
located warehouses. 


CONDUIT PIPE PRODUCTS CO., 4 » 
COLUMBUS, OHIO Sar NYE TOOL COMPANY 


L 4126 WEST FULLERTON AVE, CHICAGO 329, ILLINOIS 
SOLD ONLY THROUGH WHOLESALERS 
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HONEYWELL TAP-LITE 


You get more features to sell, more profits each time with this silent 


Honeywell light switch. Novel tap-on, tap-off operation. Trans- 
parent fashion plate keeps walls clean, permits use of decorative in 
serts that match interiors. Snap-in wiring makes it easy to install. 
For complete details, write Honeywell, Dept. EW-1-10, Minneapolis, 
Minnesota 


HONEYWELL DIM-A-LITE 


Dramatic brightness control for both home and commercial use, 





Dim-A-Lite adds a touch of luxury for less than the cost of compa- 
rable switches. Incandescent model capacity, 475 watts: fluorescent 
model handles eight 40-watt lamps. Fits double outlet switch box 
space. Transparent fashion plate snaps off. Made and backed by 
Honeywell 


Fast—How Long—Can We Grow?”, 
a speech concerning the phenomenal 
growth of the electrical industry. Aus- 
tin Watson of Watson Bros. Electric 
Supply Co., took over the club’s pro 
gram on Nov. 10. 





Electric Capacity: 
U. S. vs Russia 


— the most dependable indi- 
cator of future business volume of 
the electrical industry is the consump- 
tion of kilowatt-hours. Though this ts 
not necessarily so for individual prod- 
uct lines, it is true for electrical 
manufacturing and marketing as a 
whole. 

Now let’s look at the growth 
potential of the industry in_ the 
United States and Russia, using the 
kilowatt-hour thermometer. Accord- 
ing to J. E. Corette, president of the 
Edison Electric Institute, Russia’s 
total generating capacity is less than 
the new capacity to be installed by 
the U. S. electric industry within the 
next four years 
e Figures Tell the Story—Corette 
said that the total installed capacity 
in the USSR was reported by the 
Soviet power ministry to be 48.3 
million kilowatts at the end of 1957 
The U. S. will install over 50-million 
during the years 1958 through 1961 


LIFT Big Reels 
Easier, SAFER 


with the 
HYKON 
REELIFT 








One man 

easily lifts 
1,000 Ib. reel. 
Two men can set up a heavy reel of 1,000 ft. 500.000 
CMC in less than 5 minutes—ready to pull cable fast! 
Reel revolves freely, yet is safe, solidly mounted 
Compare costs—reel handling with a Reelift costs 
less than any other method. Raises any size reel up 
to 48” in diameter. 

NEW FREE CATALOG. Write for copy today. 


MANUFACTURING (CO. 
Mt. Union Station, 
Alliance, Ohio 
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Installed capacity at the end of 1957 
in the U. S. was about 146 million 
kilowatts. The Soviet plans to add 
about 742 million kilowatts of capac- 
ity a year to 1965—the U. S. will 
be adding an average of 13 million. 
e Consistently Falling Short—The 
EEI study reports that the Soviet 
Union has announced plans for add- 
ing 60-million kilowatts of power 
capacity by 1965. Added to the 
present 48.3 million, “the resulting 
target of 108 million kilowatts,’ 
commented Corette, “for the USSR, 
compares with an _ estimated 250 
million kilowatts which the U. S., 
will have installed by that year.” 
Corette tacked skepticism onto the 
Russian goal, when he added that in 
the past, the Russians have consist- 
ently fallen short of their objectives 
e Consumer and Industry—In 
1957, about 80% of the generated 
power in the Soviet Union was de 
voted to heavy industry and con- 
struction. Sixteen per cent went for 
residential and rural use. In the 
U. S., total electric sales per capita 
were four times those of the USSR, 
residential and rural sales per capita 
were six times those of the Soviet 

The above report is based on in 
formation gathered by a_ten-man 
delegation representing the American 
Electrical industry during a 16-day 
four of Russian electric facilities 





VEX PRECISION 


Ay, * , 
KU ) Engineered 


nd Fittings 














— ’ , @ Ay 





M. STEPHENS 


Mfg. Inc. Los Angeles 11 
814 E. 29th St. ADams 1-9147 
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(Blipedl 66 
ectricé flexed 


300, 000 


SS | 


WEBER SHOWCASE AND FIXTURE CO., INC., 
largest manufacturer of refrigerated 
display cases and market equipment 





























in the west, required an extremely 
flexible electrical cord for a new 
reach-in refrigerated dairy and bev 
erage Case 

The cord 1s. twisted ind = flexed 
through a 1V00° angle each time the 
loor 1s opened. Again, each time 
is closed 

Specifications called for a piece 
#18, 3 conductor, type SJO cord that 
would withstand 50,000 cycles 


A piece of Bronco 66 Certified 
Type SJO, procured from stock, was 
placed in the electrically driven test 
mechanism 

The Bronco 66 Certified cord was 
flexed through 150,000 cycles UU 


000 bends and twists! three times 
more than the specifications called 
for! The test was discontinued 

failure, no apparent damage to con 
ductors or jacket; the wire still oper 
ated perfec tly. No OTHER CORD 
CLOSE TO THIS 


CAME EVEN 





WESTERN INSULATED WIRE CO. 
















») 
? 
V. 


j 
/ SOLID BRASS 
TOTALLY ENCLOSED 


i, 








DISPLAY DEAL NO. 11 dramatically 
introduces the new lighted ‘‘mite 
with FREE transformer ready to plug 
in and tight up for demonstration 
Includes stock tray and 10 pieces 
assorted backup stock 

Total List Price $14.10 


places 


Trine Manufacturing Corporation, 1430 Feri Place, New York 1, N.Y 


SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 





30 
To 
1200 
AMPERES 








FULL INSIDE 

DIMENSIONS 

1 TO 5 FOOT 
LENGTHS 











WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 


*% 
% 
electric *« 


push 
button 


2, for 


hells 
and 








+ 


with a miniature electric bulb that stays lit for years 
all push buttons of this type 


NO SPECIAL WIRING REQUIRED 


No. 455 6-16 volt $1.25 


LIST PRICES No. 456 24 volt 


POLISHED BRASS OR CHROMIUM FINISH 


SERVICE EQUIPMENT 


a 
“sm Trine’sS NeW 


lighted mite 


ringing 


chimes 


The standard %” flush, midget push button engineered 
Re- 
with or without plates 


$1.60 


A Fusible Device for Every Need 


DRYER —- RANGE —- WATER HEATER 
HEATING PANELS — AIR CONDITIONERS 





30 
To 
200 
AMPERES 


| 











SINGLE — 
DOUBLE POLE 
AND 


SWITCHING 
NEUTRAL 
15 to 50 Amps. 
THERMAL 
MAGNETIC 


QUICK 
MAKE & BREAK 











‘“*E-Z-RED”’ 
CIRCUIT BREAKERS 


40 to 210 Amp. Enclosures 
INDOOR & OUTDOOR 


VANUTANA AOL 


MFG CO.. INC 


COVINGTON. KENTUCKY 
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Distributor, Manufacturer, 
Contractors, in Triple Play 


NEW YORK—Through the joint 
efforts of Nassor Electric Supply, 


Hackensack N J ind the Bergen 
County Electrical I 7uC i group of 
over one hundred electrical contrac- 
tors were guests for a day at the plant 
of the Murray Mfg. Corp., in Brook- 
lyn, N. Y Dinner was served to the 
guests before the tour started 

e The Program—tThe program was 
designed to provide concrete op 
portunity to talk over specific product 
ipplications and w x problems that 
are common to al It wa presented 


in an atmosphere of entertainment 


e Questions, Displays—Company en 


gineers and sales representatives were 
on hand to answe questions of the 
visitors. Product displays manned by 
qualified personnel were located at 
key points ilong tt tour route 

e The Wind-up—After the tour an 
educational film wrapped up an eve 
ning which in the opinion of many of 
the contractors Vas ll worth while 
Wholesale m facturer and con 
tractor had combined for a triple play 
that was step fe rd in exploding 
the obstacles standing in the way of 
understanding of each other's prob 
lems and o t 


when you want cable 
and wire that is 


SPECIAL! 


Nearly every kind in stock. High 
voltage, telephone, weather-proof, 
asbestos, portable, motor lead, un 
derground, magnet wire, etc 


...and you need it 


FAST! 


Most orders shipped same day +e 
ceived 


...and you want it 


PRICED RIGHT! 





a call on 

“MUUES COLEMAN (Cable & 
Me fa, = Wire Co., World's 
| Largest Dealer 


Mey in NEARLY EVERY 
coerce CONCEIVABLE TYPE 


r= tay of Wire and Cable! 


COLEMAN Cable & Wire Co. 


3916A Wesley Terr Schiller Park, tll 


ag 
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Sunbeam Starts Test 
Consignment Program 


CHICAGO—A_ major = shift’ of 
portable electrical appliances was in 
dicated recently by the launching of 
Sunbeam Corp.’s West Coast consig! 
ment program. The move was made 
“in an effort to restore the independ 
ent distributor to a state of economic 
health and obtain the widespread dis 
tribution needed for mass produc 
tion” declared (¢ Clifford Mendler 
ppliance sales vice president of the 
Chicago Corp 

Under the program, Sunbeam will 
commence consigning its appliance 
line to selected distributors in the 
states of California, Oregon = and 
Vashington. They will become dis 
tributor agents, who will be specif 
ically authorized as to the contract 
dealers to be served by them. The 
contracts will be between the cor 


poration and the selected dealers 


New GE Research Center 
Probes for Better Light 
CLEVELAND The General Elec 


tric Lamp div. dedicated its new 
lamp research center at Nela Park 
and launched an intensive program 
aimed at “advancing the frontiers of 
knowledge of light production and its 
effects on all living things 








ee | 
~~ 


for TONG pULL 


use 


Y-er Eas 


Wire Pulling Lubricant 


Only Y-ER EAS has all these features 


@® Creamy, non-corrosive lu 





bricant. Never greasy or 


Write for 
descriptive messy 
booklet @ Prevents sticking or set 


ting. Specially helpful on 
soddies and turns 
@ Does not run back on 
cables 
Never harmful to hands 
or clothing. 
@ Permanently non-harmful 








to cables or conduit 





IP TO- 









Lead, eaten. Braid or 
bane Covet Cables 





FELECTRO COMPOUND CO. | 


} 4153 W. 150th Street © Cleveland 35 Ohio 
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> ARRO RD 


nacune« ANCHORS 


Easy to install 
low hole... 

noved and 

loo ening anct 
mer blows set 
conical st ape 
leeve to pr 


power... wid¢ ly 


Cutaway drawings show how 
sétting tool expands lead 
sleeve around conical nut. 


tricians, pl 
ornamental 


tenance men 








men and ot 
] HAMMERLESS SETTING TOOL 
i QP me es 
; nS mpg) oo 
Expa 


THE ARRO LINE OF MASONRY 


ANCHORING AND DRILLING DEVICES 
or. ALatE A | = Me =: _ “a 
Tint y cana ly “— 


EE ao Ore Os 


— 


i | tt ~ _ _- 
lv : ‘ ; ; = Ne — 








“i A aemeasstat = 
ies = =—_ 
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et ee Ranft 
e Pe me came, “~ -" 
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rer er 
_- -+ <== ean EEL ie 
i ee ee ‘ : 
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St EPR 
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DISTRIBUTORS 
This Advertisement Appears in Leading ARRO 


Publications Directed to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT B, P. O. BOX 388, MARION, OHIO 
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All the installation speed of Flexible Conduit 
--- All the protection of Rigid Conduit... with 


NG ANGE} 


ay Extruded Polyvinyl Jacket Molded 
e454 —___— to Galvanized Flexible Conduit 





Complete protection against any and all 
contamination—impervious to water, oils, 
chemicals, corrosive atmospheres. Installed 
‘“‘down-time”’ due to 
wiring shorts or burn-outs, no more periodic 


in minutes. No more 


wiring replacements 


< 


TYPE LT—JIC Approved 


TYPE LA—Underwriters’ Approved 


Write for free sample, 


costs and discounts. 


Fe OELECTRI-FLEX COMPANY 


P. O. BOX 128-4 e ROSELLE, ILLINOIS 


J U.S. Approved Apartment House 


MAIL BOXES 


With exclusive, full-opening, Life-size doors. 


N 


fol 


Jiu 


ae 


tilil 


Al 
wit 


tial baled 


ne we 














Doors open full length permitting 

removal of even the largest magazines without tearing 

Several finishes, including bross and stainless steel. Equipped with push buttons 
if required. Write for full details 


Auth) Auth Electric Co., Inc. 


Dept. [{7-— LONG ISLAND CITY 1, NEW YORK 


MORE NEW PRODUCTS 





Fixtures 
Two companion units give greater 
number of lighting effects 


New 
tures permit 


and 53 fluorescent fix- 
according to the manu- 
variety of 


ts | 
series 5 


designs 
4-ft x 
in either recessed 
mounted Design 
simplified through the 
components 


facturer i wide 


Available in two basic 


2-ft x 2-ft, 


SIZes, 
4-ft and 
or surface units 
problems are 
modular because 
available in a wide se 


use of 
both units are 
lection of interchangeable shieldings 
e The Frink Corp., Long Island City, 
N. Y. 


Pilot Light 

Unit extends for less than 7/-in 
behind the panel 
New type 
light, called 
completely 


miniaturized neon pilot 


Omni-Glow comes 
sembled by manufac 
ready tor in 
Maker points 
than 7s-in 
CSA ap 
neon lamp re- 


e Industrial Devices Inc., 


d to be 


turer and 
Stallation and operation 
up: unit extends for less 
behind 


prov ed 


panel. Ul ind 
Designed for 
quirements 
Edgewater, N.J. 


BRAND a 


SIZES OF SPECIAL 
LARGE RADIUS 
=» 90° ELBOW 
UL 


phe) S ee, |S mei feliicl Ma felis 710i 3) 
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Insulator Bracket 


Heavier service entrance drops 
can be tied to service masts 


New spool-type insulator utilizes wet 
process porcelain to withstand heavier 
abuse than dry process types. Maker 
sayS mounting for spool is '2-in 
removable pin, permitting easy insula 
tor replacement without discarding the 
compleie fitting. In addition, stresses 
the producer, the pin-mounted insula 
tor reduces vibration transfer to the 
mast. Fits 1'4- to 2'2-in service en 
trance masts. e M & W Electric Mfg. 
Co., Inc., East Palestine, Ohio. 


Luminous Switch 


New switch has toggle that emits 
soft glow whenever in “off'’ position. 


Latest addition to company line ot 
specification grade switches (silent 
mercury), is toggle that emits soft 
glow whenever in the “off” position 
Maker says reason lies in neon glow 
lamp inside toggle. Lamp is low 
Wattage, high in resistance—will op 
erate indefinitely at annual cost of 
less than one cent. Also on maker's 
memo: new switch may be wired 
from top or back. and available 
in single pole and 3-way. Each in 
dividually tested under full load and 
1° rated. e Sierra Electric Corp.., 
Gardena, Calif. 





. | 
Stringer Safety Equipment | 


Our 15th year serving | 
The Electrical Industry 
yo 
aK + 


£ @ 
4 ad ~e + 
ieee = . 
hf = J 


Sold through the Electrical Wholesaler 
Attractive discounts — The finest and | 
safest you can buy. Write for new | 
catalogue No. 15 


UTILITIES SAFETY 
SUPPLY CO.., Inc. 


Lee’s Summit, Missouri 
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NEW! Space Saving Heater for Bathrooms 


THERMADOR 
'et-Tiifalemaml(-t-li-Js 


nal {| f 
New Thermador electric heater 
needs no rough-in box — 


is completely corrosion- proof 


Thermador model CH-121 is a revolutionary 
fan-type heater with all these gre featu 
* No rough-in box required * Qu 
* Flush-to-ceiling mounting * Con 
* Projects only 3 from ceiling 


* Instant radiant heat 


Model CH-121 
60 cycle A.C 
Diameter! | 


The Originator of the Fan-Type Electric Heater 


THERMADOR “2 


Division of Norris-Thermador Corpor: 


THERMADOR ELECTRICAL MANUFACTURING COMPANY 
5119 District Blvd., Los Angeles 22, Calif., Dept +s, 
A Div of Norris-Thermador Corporat 
—_ ‘ . 4 


i 





UNIVERSAL "“SEALFLEX” 
Liquid-Tite-Synthetic Couered 
ELECTRICAL CONDUITS 


U-20B Black or 
U-20G Grey 


Extra Glexible 
“’SEALFLEX” 





UNIVERSAL 
““SEALFLEX-U” 
UL Approved 

Grade 


Immediate Trade Area Stock Shipment 


QUALITY... 
AAll-WMetal 
Flexible 
Hose Products 


2107 South Kedzie Ave., 


Nipples S| 


for convenient, 


money-saving connections 


Conduit hot-dipped galvanized nip- 
ples are carefully threaded and 
chamfered, rigidly inspected and U.I 
Available in all 


shipment from factory or 


approved sizes for 
prompt 
ten strategically located warehouses 
Sizes: '» x close to 2” x 6” are all 
attractively packaged. Larger sizes 
21,” to 6”, in various lengths, also 


available 


CONDUIT PIPE PRODUCTS CO., 
COLUMBUS, OHIO 


SOLD ONLY THROUGH WHOLESALERS 


Ask for Catalog EPB-4 


Chicago 23, Illinois 


MINERALLAC 
PULL-IN” 


COMPOUND 


_No. 100 


il LISTED 
GT and 
Bcoupouns APPROVED 
by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
to wire or wire covers. Free of 
i1able odors. White in color. Will 
aot drip or run. Convenient pint, quart, 
cans. Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 


jal., gal. and 5 gal 


Dehumidifier 


Manufacturer says unit will stop 
mildew, mold and musty odors 


New closet dehumidifier, called 


Dampp Chaser is said to create and 
circulate warm air silently, effectively, 
at the rate of 21,000-cu ft per day 
Maker states there ts nothing to empty, 
Additional fea- 
tures: thermo electric element is sealed 
in a ;-In aluminum tube: never 
requires refills, baking-out or replace- 


no plumbing required 


ment. Manufacturer also says users 


get standard 3-ft model that fits closets 
up to 3- x 6-ft using 25-w of elec- 
tricity Guaranteed for 5 years; UI 
approved. e Dampp-Chaser, Inc., 
Hendersonville, N. C. 


Luminaire 


New luminaire, to be made avail- 
able this month, is for street, highway 
and car lots 
to be known as “Met- 
will ultilize either clear or 


color-improved 100-, 175-, and 250-w 


New luminaire 
ropolitan’ 
mercury lamps Will be available with 
IES-ASA Type I, I 


distribution 


and 4-way type II 
patterns. For use in 
and parking lot light- 
ing. Manufacturer also says three 
optional features will be available: 
twistlock photo-control; choke ballast; 
power factor connection for ballasts 
e Wheeler-Fullerton Lighting div., 
Wheeler Reflector Co., Boston, Mass. 


Street, highway, 


New Switch Housing 


switches 
easier in- 


New housing for time 
gives contractors faster, 
stallation 


New Type of case—called “Quick- 
Out has been designed as standard 
housing for all company time switches 
According to the manutacturer, new 
housing will give the contractor faster, 
easier installation with snap-in, snap 
4/8- X 


out installation. Measurement 


| x 83s8-in. New case is supplied 
with all company switches at no in- 
crease in cost of units. e Tork Time 


Controls, Inc., Mount Vernon, N. Y. 


Wire and Coble 


WHEN YOU WANT IT 


From Chicago you can get immediate delivery on 


uu 


= . 
Type VCL Power Cable 
Which is on f the many constructions 





carried in our Chicago ehouse Stock 
Also all types of Power, C Lighting 
and Communication Cabl 


Let us supply your wire requirements 


UNIVERSAL WIRE & CABLE CO 
2915 N. Paulina Street 
Chicago 13, Ilinois 


Stocks carried in Houston 
and Los Angeles 


Sosecccccocoooosoooos® 
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Hydraulic Bender 
New bender features one-man 


portability, setup and operations 


New No. 883 hydraulic 


bender 


lightweight 
bends to 3-in pipe and 


conduit up to 90-deg with one fast 


Maker also 


unit features one-man portability, set 


ram. stroke States new 


up and operation. Maker stresses quick 
change positive pipe support pins per 
mit easy front loading. One set of sup 
ports rotates to take all sizes. Users 
get: built-in arm 


making 


gauge facilities for 
bends A 
e Greenlee 


separate 


lool 


identical 
Pauive IS inc luded 


Co., Rockford, Tl. 


Panel Receptacle 


New plastic panel receptacles are 
said to accommodate all cable sizes 
from +16 to 4/0. 


Manufacturer says new fully insulated 


hi-impact plastic panel receptacle for 


last, positive power connections with 


tools is self insulated, self con 
can be mounted without 
insulation, directly on elec 
distribution cubicles witchgeal 
ces, bus duct, wire way 
ectrical panel, to producs 


Make 


insulating panels 


nt connection 


I, , ] 
cost special 


ire eliminated @¢ Cam-Lok div., Em- 
pire Products, Inc., Cincinnati, Ohio. 


HIEL 


TRANSFORMER 


galvanized fer 

able servic 

lite. Twe sty 

plete with galvanized 


EASY-DRIVE 


Pot No 2632356 belts and nuts. 
FASTENERS in STOCK FOR 
FOR ELECTRICIANS IMMEDIATE DELIVERY 
REFRIGERATOR MEN PLUMBERS 
Vv T- TYPE HANGERS 
NEW “GRIP.TYPE” — 350 
“ SNAPS ON 


fasy-on 


(5) Bulls 


NEW HUMP | 


THIEL a e 
PENOING BITE 
Ey STRAPS 


@ Essential for Electrical Men 
@ Greatest Improvement in 30 Years 
SOLO ONLY THEY LEADING ELECTRICAL WHOLESALERS 


THIEL TOOL & ENGINEERING CO.,INC, 


1417 N. MARKET ST. LOUIS 6. MO 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED 


LINES WANTED 


POSITIONS WANTED 


BUSINESS OPPORTUNITIES 





UNDISPLAYED 
$1.50 per line minimum 3 lines. To figure ad 
vance payment count 5 average words as a line 


Box numbers 
Position Wanted ads 


Discount f if f r » i ad 


©. Box 12, New York 36, N 





RATES 


DISPLAYED 
5 $ 


I rat 1 per | 
oO 


An advertising inct 
page 


Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
Y. tor February issue closing January 14th 








Have warehouse if required—can ship you bil 
Twenty years experience fifteen as agent. Sell 
wholesaler distributors only, Regular calis on archi 
lects, engineers, spe writers and utilities—on behalf 
f the distributor. Interested in wire, supplies, alsied 
quipment We are in position to represent and a 
justice for o additional manufacturer. Headquarte 
Pittsburgh, Pa 

RA-9462 Electrical Wholesaling 

P. O. Box 12, N. Y 











SELLING OPPORTUNITIES OFFERED 


Representatives Wanted We are expanding 


V} 
I W 


Monufacturer of Electrical Wire Connectors 
W I \ é 
Representatives wanted: Outlet and Switchboxes 


P RW i Wr 
Salesmen calling on hardware, rack and house 
I : f 


\\ 


SELLING OPPORTUNITIES WANTED 


Well established Manufacturers’ Agency, cover 


W 


Maryland, Washington, D.C. and Virginia—An 


I \ 
Well established with elec. dists. in Nebr. and 
M \ os “ 
Manufacturers Agent seeks additional line com 


Mi 


-—— MANUFACTURERS! —— 


You will receive better results from your 
Representative Wanted advertising’ if you 
will state in your copy what territory or ter 


ritories are available 








1959 


Supply Distribu 


After January 1, 


Electrical 


BO—9397 Electrical Wholesaling 
Adv. Div., P.O. Box 12, N.Y. 36, N.Y 











WANTED 
MANUFACTURERS REPRESENTATIVES 


Switchplates and House Numbers 


Need representation in many areas for a quality 


line of nationally known wrought iron and 24 kt 
gold plated, 88 retail switchplat and 24 kt 
gold plated house numbers Attractively skin 
packaged have had enthusiasti« < ptanc im 
the department store and wholesal trade Con 
tact Sam Beychok, Booth C€ 2, NHA Show 


January ¢ Navy Pier Chicago or writ 


Southern Fabricators Corp. 
225 Aero Drive, Shreveport, Louisiana 





Ue th.5-.) iol 


RAMCO MANUFACTURING CO 
540 WESTFIELD AVENUE W., ROSELLE PARK, NJ 








SALES POSITION WANTED 


SA-9568 Electrical Wholesaling 


F my 











DO YOU NEED GOOD REPRESENTATION 
IN NEW ENGLAND! 


RA 9561 Electrical Wholesaling 
Class. Adv. Div., P.O. Box 12, N.Y. 36,N Y 

















TWO GOODWILL WINNERS 
BLUE PRINT Mia\uRre t PICIAN S ENIFE 


mprinted with y 


GERSON CO. 
49 DEERING ROAC 
MATTAPAN MASS 


c gham 6.!46 





ARROW CONDUIT’'S 


“Y-SLOT” COVER 


— for single devices 


deally suited 
for repair jobs 


Fits All 4° Sq. Boxes 


in ANY POSITION... 


Horizontally 


or Vertically 


Either way, box rews do not 
to be shifted. Cover goes on in se 


All Arrow 4 ngle 


»q device 
are now available witt 


Y-SLOT"’ de 


Write for complete data 


Skill & Experience 
active ingredient 
n all Arrow pr 


ARROW CONDUIT 
& FITTINGS CORP. 
129 30th Street, Brooklyn 32, N.Y 
OUTLET BOXES 
GANG BOXES 


COVERS 
BOX SUPPORTS 





& PWorchewse Stocks “ATLANTA GA 
* *SIRMINGHAM ALA © "CHICA 


* DALLAS, Texas 
MSBORO. WC *RANSAS 
CITY, MO. * *LOS ANGELES. Cir “miami FLORIDA 
MEW Of fan A wEw YOM CIty NY « 


‘PHILA. PA + SICKMOND 
VA © @OCHESTER WOY. + “BEATTIE. Wasw 
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ADVERTISERS’ INDEX 


Accurate Mig. Co. 85 


All Steel Equipment, Ine. 107 
American Brass Co., The Ameri- 

can Metal Hose Branch 74 
Amplex Corp. 111 
Amprobe, A Diy. of Pyramid 

Instrument Corp. 16 
Appleton Electric Co. Second Cover 
Arro Expansion Bolt Co. 123 
Arrow Conduit & Fittings Corp. 128 


Atlas Electric Products Co. 115 
Auth Electric Co.. Ine. 124 
Blackburn Corp., Jasper 73 
Blackhawk Industries 9] 
Briegel Method Tool Co. 5 


BullDog Electric Products Co. 
15, 17, 19 
Burndy Corp. 81 


Bussmann Mfg. Co. Fourth Cover 


Carol Cable Co., A Div. of the 
Crescent Co.. Ine. 93 

Champion DeArment Tool Co. 106 

Chase-Shawmut Co., The 110 


ircle Wire & Cable a Subsidiary 

of Cerro De Pasco Corp. Si. 
oleman Cable & Wire Co. l 
olorado Fuel & lron Corp. l 
olumbia Cable & Electrie Corp. 2: 
onduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Ine. 


~~ a im 


Conduit Pipe Products Co. 
119, 124, 126 
Continental Wire Corp. 102 
Cornish Wire Co.. Ine. 96 
Crescent Insulated Wire & Cable 
Co. 105 
Crouse-Hinds Co q 
Eastern Electric Sales Co. 118 
Economy Fuse & Mfg. Co. l 
Electric Tube Products 77 
Electri-Flex oO. 124 
Electro ¢ ompound Co. 123 


Federal Pacific Electrie Co. 25 
Fullman Mfg. Co. 6 


General Electric Co 


Lamp Division 53 
Greenlee Tool Co. 112 
Guth Co.. The Edwin F. R86 
Heinemann Electric Co. 114 
Henderson-Hazel Corp. 

Hubbell Ine., Harvey 13. 33 


Hunter Div., Robbins & Mvers, 
Ine. 80 


Hyvkon Mfg. Co. 120 
Jefferson Electric Co. 26 
Jenkins Brothers 24 
Kevstone Mfg. Co. 118 
Killark Electric Mfg. Co. 82. 83 
Leigh Building Products, Div. of 

Air Control Products, Ine. 116 
Leviton Mfg. Co., Ine. 94 


Major Industries, Inc. Sl, &2 


Mason Co., L. E. 101 
Minerallac Electric Co. 126 
Minneapolis-Honeywell Regulator 

Co, 120 
National Lighting Expositions 32 
National Price Service 4 
NuTone Inc. 9.10 
Nve Tool Co. 119 
Okonite Co... The 20 
Paranite Wire & Cable Div. 

Essex Wire Corp. 14 
Pass & Seymour, Inc. 103 
Phelps Dodge Copper Products 

Corp. 99 
Plymouth Rubber Co., Inc. 

Third Cover 
Porcelain Products, Inc. 98, 100 
Pvle National Co., The 113 
Rawlplug Co., Inc., The 88 
Republic Steel Corp. 27 
Revere Electric Mfg. Co 30 
Ridge Tool Co., The 117 
Roebling’s Sons Corp., John A. 72 
Rome Cable Corp. 76 
Roval Electric Corp. 65 
Simplex Wire & Cable Co. 34 
Slater Electric & Mfg. Co.. Inc. 89 
Sola Electric Co. 28 
Sorgel Electric Co. 18 
Square D Co. 2 
Steel & Tubes Division 27 
Stephens Mfg., Inc., M. 121 
Svilvania Electric Products, Ine. 97 
Thermador Electrical Mfg. Co. 125 
Vhiel Too! & Eng. Co.. Ine. 127 
Thomas & Betts Co., The 22 
Thome. Industries. Ine. a, TX oe 
Tork Time Controls, Ine. 29 
Trade-Wind Motorfans, Ine. 5 
Trine Mfg. ( orp. 122 
Union Insulating Co, 108 
Universal Metal Hose Co. 126 
Universal Wire & Cable Co. 

Inc., The 126 
Utilities Safety Supply Co.. Ine. 125 
Wadsworth Electric Mfg. Co.. 

Inc., The 122 
Weaver Co., J. A. 75 
Western Insulated Wire Co. 121 


Westinghouse Electric Corp. 
Lamp Div. 78, 79 


Whitney Blake Co. 109 
Youngstown Sheet & Tube 
Co., The 84 
a 
CLASSIFIED ADVERTISING 
F. J. Eberle, Business Mgr 
SELLING OPPORTUNITIES 
EQUIPMENT 
Used or Surplus New 
For Sale 127 
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users acclaim Slipknot No. 7 


sf 


‘*‘WORTH ITS WEIGHT IN GOLD!’’ 
WE asked 30,000 electricians, electrical 
contractors and utility engineers what they 
thought of SLIPKNOT NO. 7 PLASTIC ELECTRICAL TAPE... 


and here is a cross-section of their comments: 

















rn“ The Tape “1 ™ The Cutter* 
eo “Your ta d d . 7 Sa Convenien ffir nt f kK the ¢ f 
Ss pe is very good, and sure sticks f onvenient, efficie : ape very 
ar Coad q where it is put."’ ; 7 y easy to work with . 
Rg : (Columbus, Kan.) (Dunkirk, N.Y.) 
= A - _— 
A = “Works the best and sticks the best in cold L a 
<6 weather that | have ever used and I've |= “Worth its weight in § 
(7 “ tried all!” \ nee (Grantsburg, Wis.) 
— > (Newaygo, Mich.) ee J 
. E 
Cd } { Ky OD 
YO Oo “Best adhesion I've used so far.”’ rA—C “Best thing that could happen to any tape! 
\ { (Chestertown, Md.) ‘S : (Chicago) 
*. 7 %.. 1 
rst < 
< “Handles and works well over wide range a Fa 
r A =\ of base materials, even when not cleaned Se As necessary as pliers and < frive 
(¢ r Re / } 


- first."’ = 
1. 7 (Sepulveda, Calif.) a Jf 





*Plymouth exclusive patented 


SOLD ONLY 
THRU 


RecoGniZzED # PLYMOUTH RUBBER COMPANY, INC. 


Makers of SLIPKNOT FRICTION TAPE 
DIVISION 10 CANTON, MASSACHUSETTS 

















We repeat 
an old thought that is as 
NEW as 1959 
It is passed along to our 
Wholesaler Salesmen friends 
for what it is worth. 


“YOU HAVEN'T ANY CUSTOMERS 


... they are ALL prospects” 


Let’s think that over. 
You sell a user—but is he a customer? 


Isnt everyone of our so-called “‘customers” being con- 
tinually worked on by other salesmen? Aren't other 
brands continually being offered to replace the ones we 
are selling? Doesn't the advertising of every type of com- 


petition continually work against us? 


If we think any user’s business is “in the bag” aren't 
we likely to lose it? 

But if we treat each user like a prospect and from time 
to time remind him of the advantages of buying the prod- 
ucts we sell—what chance will a competitor have to “horn 
in” on our “customers” ? 


Even on leading lines it pays to keep users informed as 
to their features. If we don’t, aren’t we leaving the gate 
wide open for some competitor to walk in and take the 
business? 


And so it is with all products that we sell — we must 
keep in mind that our customer of yesterday is our best 
prospect for today. 


si 


ner prat 


On the BUSS Bulletins in your binder there are brief sales 
talks for your use. From time to time refresh your memory by 
referring to them—or better still, talk to the BUSS Fuse Man in 
your territory. He is continually getting new ideas from head- 
quarters to pass along to you. He is always ready to help you 
when he can—use him. 


BUSSMANN MFG. DIVISION 
McGrow Edison Co 
ST. LOUIS 7, MO. 








ANOTHER 

OUTSTANDING 
DEVELOPMENT 

vA BY THE MAKERS OF f 


BUSS FUSES 





4 





FOR INSTALLA 


TION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 











